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It’s gone over BIG, t 
Leakproof Cell—and 
1942! For Ray-O- Vala 
national magazines 
O-Vac Leakproof’s si 
10 million circulati@a® 
their reader audie 
Tests conducted atte 
by the U. S. Bureau of Standards SMe 
Leakproof has 45.4 per cent longer useful light- fu 


THE RAY-O-VAC COMPANY, MADISON, WIS 
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“CHROME” “BRONZE” 
No. 400 No. 420 


Here is a heavy, reinforced glass knob that can take 
all the abuse in the world, yet its beauty, brilliance 
and metal-like finish score a new hit in Builders 
Hardware. The unique brass, bronze or chrome finish 
is applied to the INSIDE surface...sealed against all 
exposure and contact. Its rich lustre can never be 
destroyed! Yes, Victory is a well-timed achievement 
to release copper-base alloy for defense production. 
And it means new business for you! 


MANUFACTURED BY TECHNICAL GLASS CO.,‘INC. e LOS ANGELES e NEW YORE 





















































Lawn Mowers 


Model 181A-ST 











Introduces a New High in 
Stearns Sales Opportunities 


1942 


STEARNS Power Lawn Mowers enter the 1942 
season with a recognized leadership in engineering 
efficiency, low cost and economy of operation. In 
addition, the 1942 line offers “stepped-up” engine 
power in many of its models. 


Stearns Power Mowers were designed especially 
for sale through the hardware trade and they are 
distributed exclusively through the channels of this 
trade. They offer the hardware dealer a complete 
range of Wheel-drive and Roll-drive models that 
cover practically every grass-cutting need. 


These mowers are real profit-makers—supported 
by a large national advertising campaign in leading 
home magazines. Simple, dependable items of mer- 
chandise, they are free from all tricky or complicated 
mechanism and easily operated by anyone—without 
experience or instruction. 


All Stearns models and sizes are powered with 
Briggs & Stratton engines and equipped with solid 
rubber tires on drive wheels, rollers and casters. 
Goodyear pneumatic tires are available for all 
wheel-drive models at moderate extra cost. 


FREE CATALOG 


Ask Your Jobber 
or Write Us 


Representative Stearns models 
and prices are shown in this ad- 
vertisement. For information, 
prices and discounts on the com- 
plete line, write for Catalog A-1. 


Solid Rubber Tires 


$7500 






















Model 421-PT 


Goodyear Pneu. Tires 


$41065° 


Model 122 
$49.400 
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THe Stanley “Bailey” Plane was the first iron 
plane. Today, 70 years later, it is still first on 
every count — proved so by the overwhelm- 
ing preference of craftsmen everywhere. 


Anywhere under the sun where wood is 
worked you will find Stanley Planes cutting, 
smoothing, mortising, rabbeting. Built into 
these tools is a “feel” and a balance which has 
never been duplicated. 


The “Tool Box of the World” contains 
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THE TOOL BOX OF THE WORLD 





many other complete lines of fine tools. . . all 
made to the same standard of quality and all 
bearing this famous mark of quality . . 


* ‘Trade Mark 


Ask for Stanley Tool Catalog No. 34. It’s the 
world’s leading reference book for good tools. 





STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONN. 


“THE TOOL BOX OF THE WORLD” 














Myers Tractor Powered 
Tractor Trailed 
(One Engine) Sprayers. 





Save time, labor and 

materials with Myers 

Silver Spray Power 
Guns. 





A favorable, waiting market means greater profits 
for Myers dealers. Take advantage of present stocks of Spraying 
+f Equipment by driving hard for early deliveries 






Civilian production:must be worked in with defense 
needs but we will take care of dealers who order 
now from current stocks. You can protect your grower 


friends by urging them to buy immediately. 
Myers offers your customers 


a complete line of Orchard and / Do your part now. Canvass the growers you serve. 
Row Crop Sprayers to choose from. opm ' 

You will be aiding national defense by helping them 
get set to step up crop production with Myers labor 
saving, material saving and time saving spraying 
equipment. 


a THE F. E. MYERS & BRO. CO. ASHLAND, OHIO 
i | Me Cet a ae es 
mvEne rt ‘anufacturers of Farm Operating Equipment 


“WATER SYSTEMS -HAY -DOOR PUMPS - WATER SYSTEMS - SPRAYERS - HAY UNLOADING TOOLS - DOOR HANGERS 
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PADLOCKS 


» serve the nation: 


Maste 


are mobilized 







*& Railroads and shins 


*& Planes and trucks 






* Farm and factory 


BP UNATED - WROUGHT STEEL = DOUBLE CASE 


Master is on active duty... pouring thou- 
sands upon thousands of powerful padlocks 
into every avenue of national defense. 
Master’s famed construction and preci- 


sion security are now in service, not only 
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Farmers need these Carborundum-made 
products TODAY more than ever... 





HE farm market is booming as never before. Farm 
income, already up 25% is due to increase another 
20% in 1942. And more acres are going under culti- 
vation every day. That means the greatest market in 
history for farm tools—and for these Carborundum- NO. 198—GENERAL PURPOSE STONE—Flat, tapered design. Does 
made products to keep them sharp. Stock up now! a variety of sharpening jobs. Puts a keen edge on scythes, grass 
hooks, knives, chisels—or almost any other tool. Standard pack- 
age one dozen. Eleven stones in individual cartons, one mounted 





on display. 


palit bab 





NO. 46— FOR HOES, AXES, mower knives, grass cutting shears 
and other edged tools. This stone gives a keen edge in a jiffy. 
Packed in individual cartons, standard packages, one dozen 
with display card. 


NO, 57— FARMER'S FA- 
VORITE—W hen you put 
this colorful display on 
your counter, “57” files 
sell on sight. No. “57” 
is the file that does 101 
jobs and costs only $1. 
Display furnished with 
each 4 dozen files. 


( Beller bdge--.2usckher 


NO. 722—POPULAR PAIR—The five most popular Carborundum- 
made scythe stones and the famous “57” file—combined in a 
» striking display. This counter-salesman supplied with the assort- 
ment does a real selling job. 








CARBORUNDUM 








THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


Sales Offices and Wesebenses in ew York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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Because more anc 


“WINGS OF DEFENSE” 
... this striking display 
shows you the amazing = 
variety in sizes and color 
of G-E MAZDA F lamps. 
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eThe ever increasing 





This reduction marks another step in the 





ys if 
Bias ™ demand forG-E MAZDA downward trend of the cost of Better Light 
rrass F (Fluorescent) lamps _ for Better Sight. (Since G-E MAZDA F lamps 
_ has resulted in many were first introduced in 1938 prices have 
te , etd , 
on manufacturing economies in our fluorescent been reduced as much as 60%). It is par- 
factories. In line with long established Gen- ticularly significant now, since so many of 
eral Electric policy, these savings are passed _ these lamps are being used to supply cool, 
along to our customers through the reduced __ efficient “indoor daylight” for defense indus- 
prices on G-E MAZDA F lamps announced tries... to speed production, cut down waste 
below, effective January 1, 1942. and protect the eyesight of defense workers. 
Effective January 1, 1942 
NEW LOW PRICES ON G-E MAZDA F LAMPS 
SOME E22 ns 8 Hae was 90c .. NOW 80c 
- Sr was 75c .. NOW 65¢ * 
15-watt T-12 ........ Was 95 .. NOW 80¢ 
20-watt T-12 ........ was 95C .. NOW 80c 
ca 30-wattT-8 ......... was 95c .. NOW 80¢ 
= 40-watt T-12 ........ was$l.35 .. NOW $1.15 
100-watt T-17....... . was $3.00 .. NOW $2.60 


ls 








Above prices referto daylight and 3500° white. 
Prices also reduced on soft white and colored G-E MAZDA F lamps. 


GE MAZDA LAMPS 


GENERAL (4 ELECTRIC 
~ 
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FOR GENERATIONS 
WE'VE USED ALL KINDS 
OF PRUNING TOOLS. 
NONE WE'VE EVER 
WORKED WITH COULD 
MATCH THOSE MADE 
BYSEYMOUR SMITH 








Mr. D. B. Cole, Cole Nursery, Painesville, Ohio, 
Introduced “Scarlet Beauty”, Hardy Fuchsia. 





FOR ROSES OR OTHER 
PRUNING WORK YOU 
NEED SHARP EASY 
ACTION TOOLS WITH 
LASTING CUTTING 


POWER, “SNAP-CUT” 
PRUNERS GIVE US ~ 
ALL THIS AND MORE 


Mr. L. ©. Bobbink, Eminent _ — Bobbink & 
Atkins Nursery, Rutherford, 





FOR KEEN CUTTING 
EASY OPERATION 
AND OTHER FEA- 
TURES, WE RATE 
SEYMOUR SMITH 
PRUNERS AND be 
SHEARS AS TOPS | 


Mr. Alee Cumming, originator of Korean “Mums”. 
Bristol Nurseries, Bristol, Conn. 











PRUNING PAYS 
DIVIDENDS. THE 
RIGHT TOOL DOES 
TOO. FOR SUPER 
CUTTING AND 
EASY OPERATION 
IT'S “SNAP-CUT’ 
EVERY TIME 





Mr. L. C. Schubert, Somerset Rose Nursery, New 
Brunswick, N. J., introducer of famous “New Dawn” 
Rose Climber. 







































HE experienced hands of leading garden experts 

know well the “feel” of the right pruning tools. 
These men whose names and accomplishments are 
well known in the gardened homes of America, who 
know gardening and good tools, recognize the advan- 
tages of Seymour Smith Pruners, Hedge and Grass 
Shears. Our national advertising features these top- 
flight experts and their endorsements of Seymour 
Smith Tools. So be ready to supply the most “asked 
for” garden tools in America with the 


PHG 45 


MASTER SALES DEAL 


Develops GREATER SALES—LARGER 
PROFITS. Provides initial stock of 
fast selling, typical Seymour Smith 
quality Pruners, Hedge and Grass 
Shears. FREE GOODS give an EXTRA 
10% PROFIT. Floor stand DISPLAY 
makes a self-selling garden center. In 
full color it can be used complete or 
as seven separate displays. Other sell- 
ing helps included. Limited number 
left—contact your jobber NOW. 


WRITE FOR CATALOG 
Lists complete line of pruning equip- 
ment, Hedge and Grass Shears in all 
models, finishes and prices. 


Seymour Smitx & SON Inc. 


Main St., Oakville, Conn. 
Sales Representatives 
JOHN H. GRAHAM & CO., Ine., 105 Duane St., New York, N. Y. 
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PRIME 


Electric Fence 
Controller 


— a wartime “natural,” helping 
protect your business by giving you 


merchandise to sell now... . at a profit .. .. without head- 
aches .... to people who want and need it as never before 


Today’s conditions fairly shout “Electric 
fence!” .. . Uncle Sam is calling for great- 
er livestock production but there’s less steel 
available for fence wire . . . there’s less 
manpower to build fence. Farmers are 
searching for ways to do more work with 
fewer hands. : 


But the electric fence they use must be 
safe, dependable, trouble-free. That’s where 
Prime comes in. And here are the reasons 
it’s smart for you to pick and push the 
Prime hi-line controller: 


1. Prime offers you saleable, profitable 
merchandise now. 


Illustrated is Hi-line Controller 480-A. Notice 
the new cabinet, designed for greater eye-appeal 
Also battery Controllers—Complete price range. 


SZ ‘vi “Z 





2. Prime is the hi-line controller approved 
for safety by Underwriters’ Laboratories. 


3. Prime fills the nation’s need for more 
fence to handle more livestock, while con- 
serving precious steel and the busy farm- 
er’s time. 


4. Prime gives your customers twice as 
much kick on the fence as other makes— 
delivers alternating current (the most ef- 
fective type) to the fence. 


5. Known as the finest controller 
made, it relieves you of service wor- - 


ries. You can be proud to sell Prime ~-—4% 
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« Born with a job to do—that’s Elmer. 





Being the World’s Only Bulhorg 
(strong as a bull, big as a horse, slip- 
pery as a hog), Elmer gets attention 
when he tells folks that Prime is the 
only fence he respects and that it holds 
all livestock, all the time, all over the 
farm ... And Elmer tells ’em! This 
Spring, in a really impressive farm 
paper advertising campaign. 








Elmer is going to be talking to your 
customers and prospects. He’d like to 
pitch in and help you get a sound 
start in this rapidly growing industry 
— helping you sell Prime Hi-line 
Controllers and Prime Battery Con- 
trollers... Look ahead, don’t miss this 
chance to take the lead in your town. 
It’s time for Prime. Ask your jobber. 
Prime sells only through jobbers. 


These are some of the farm papers 


6. Gives customers exact measurement of 
shock on fence, accurate adjustment of 
shock, and split-second timing of shock. 
7. Backed by a nine-year record of success 
— for thousands of farmers — and dealers 
everywhere. 

8. Prime’s big advertising program (see 
below) to make your selling job easier. 



















that carry the Prime story this Spring: 
Successful Farming 
Hoard’s Dairyman 
Breeder’s Gazette 
Nation Livestock Producer 
and 17 other leading farm publications 
from coast to coast. 





JANUARY 8, 1942 i 








Since lO years before 


the gay nineties 


RICHARDS-WILCOX 


has been a profit maker 


for hardware dealers 


I880 SIXTY-TWO YEARS 1942 





Door HARDW ARE—Hangers and tracks, has 
meant Richards-Wilcox for more than 





62 years. 


For since it was first introduced, the 
R-W line has held many important 
advantages—patented features such as 
the famous Lock Joint that have put 
it years ahead. 


The Complete Line 

As a result the R-W line has always 
been in big demand. It’s always been 
a good money-maker for dealers. And 
because there are R-W Door Hangers 
with patented Lock Joint Tracks for 
doors of any size or weight, you can 
supply all needs when you stock the 
R-W line. 


* * * 


Famous Quality-built 
R-W Products 


“DoR- Way” hardware  Slidetite patented gar- 
for garages, barns, age door hardware 


warehouses 
Locks, bolts, latches 


Fence stretchers Door holders and door 
Ball bearing hangers and the famous patented Lock Joint Trolley Track. dogs 
Joint brackets lock the track ends so tightly together that hangers oper- 
ate smoothly and silently over joints. Available in 9 different sizes. 


Fire and industrial 
doors and hardware School wardrobes 








Send for Our Catalog 


Richards-Wilcox Mfg. Co. 


“A WHANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 

Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City Los Angeles 

San Francisco Omaha Seattle Detroit Atlanta Pittsburgh Milwaukee Richards- Wilcox 
Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 








“ Quality leares 
sts imprint” 
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Du Pont Announces 


NYLON 


for snelled hooks 
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This spring leading tackle manufacturers throughout the country 


will offer nylon snelled hooks—as well as the established line of 

; , = 
nylon leaders, both level and tapered, and nylon in continuous \Z 
lengths, packaged in 10-yard coils from 6-to 20-pound test. QZ 


A 


Ass 


@ERE—for you to profit by lengths. Expert anglers find that nylon 







this coming season—are the snells on hooks have this unusual combi- 


Z 

Z =) ‘snelled hooks that fishermen nation of qualities: Ze 
Ze < Yhave been asking for! : a 
ZZ ¢ Keep their strength vos 


Nylon snelled hooks will 


\\ 
\ 


WA 


© Don’t deteriorate with age 
© Don’t fray or split ZZ 
e Wont get brittle or rough 
¢ Have long shelf life 

e Are less visible in water 






\\\ 


give your customers the same satisfaction 


NY 


they’ve experienced with the sensationally 


\ 


successful nylon for level and tapered 


\\ 








leaders, and leader material in continuous 


WW 





| And they're beauties—on the counter or in 

LA the tackle box! They won’t curl. . . they 

have a clean, uniform appearance . . . every 
; 7 


\ 





\ 


Made of j 
DU PONT | strand is true to gauge, smooth and round 
nylon without flats and weaknesses. 

Best of all, Du Pont nylon is made in the 
United States of domestic raw materials by 
ZZ HERE 1S the famous nylon symbol. To | American manufacturers. No need for fur- 
ZZ the public, it identifies dozens of pop- | ther worry about unreliable foreign deliv- 


Zn ular products made of nylon — from evies. 


hosiery to brush bristles. To you it 











UI 
AWW 


Ask your usual source of supply today 
about hooks snelled with nylon. And order 
your “no-soaking” nylon level and tapered 


means more sales—if you use the sym- 
bol on your promotional material to 
identify the nylon leaders, continuous 
lengths, or snelled hooks you carry 
in stock. Be sure you have a supply. 

E. I. du Pont de Nemours & Co. (Inc.), 
Plastics Department, Arlington, N. J. 


leaders, and continuous leader lengths now! 
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CRESCENT TELLS YOUR CUSTOMERS WHY 


they may have akele Mmigel Loli 


tools 


lt calls on their patriotism as al 


Crescent 
ustme Os ar 
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and other hardware items 
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VOCS This 
is designed to hold 


the shortages that exist on your shel 


Crescent advertisement 


es 
of your customers clare mmole 


the good will 
days come back. 


better 


CRESCENT TOOL COMPANY 


JAMESTOWN, NEW YORK 


until 
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About The New Ge eral Electric 


Refrigerators 


As this advertisement is being written. 
the United States has just been attacked. 


What the future may bring, no one knows. _ 


One thing is certain. There will be fewer 
refrigerators produced during 1942—but 
the new G-E’s are equal in all ways and 
better in many ways than any refrigera- 
tors General Electric ever built. 


NEW lower operating cost! Basically 
unchanged, but constantly improved, the 
famous G-E sealed-in-steel Thrift Unit 
now uses less current than ever before. 


NEW lower cabinet temperatures for 
better food conservation and better vita- 
min preservation. 


NEW improved G-E Butter Conditioner 
keeps butter just right for easy spreading. 


GENERAL @ ELECTRIC 


JANUARY 8, 1942 


NEW diamond-hard gleaming white 
sanitary porcelain evaporator. 


NEW tilt-type Dry Storage Bin with 
14 per cent greater capacity than ever. 


NEW improved compensated controls, 
NEW gray Textolite door strips, NEW 
de luxe styling inside and out—plus Con- 
ditioned Air, Selective Storage Zones and 
all other proved G-E features for greater 
convenience and economy. 


NEW simplified line of models with 
sound step-up selling features to attract 
every class of buyer. 


AS ALWAYS, the finest and most com- 
plete line of electrical home appliances 
to draw upon for greater volume. You'll 
Always BeGlad You Sold General Electric! 
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Here’s “All Out” Aid to the 
Contractor and Builder! 
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HARDWARE 
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UST look at this impressive 
array of builders’ hard- 
ware. Practically every need 
of the trade is represented in 


this extensive line by 


National 


Smart, modern and efficient, 
too, are these hardware prod- 
ucts. They represent the last 
word in design, construction 
and simplicity of action. They 
are so advanced in design they 
will serve the buildings of both 
today and tomorrow. 


Completeness is another fea- 
ture of National Hardware. 
Directions for installation are 
full and explicit and all of the 
component parts are securely 


packed together. 


Rest assured that perfect fric- 
tion-free coordination results 
from this modern way of man- 
ufacturing hardware. 


\NATiOWAL 
MFG. CO. 


Complete catalog and full 


information on request. 


NATIONAL MANUFACTURING COMPANY fino: 
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ited in ' ; , 
@ To win the war is the one job ahead of us. 


To achieve that aim, we must and shall, have “all 


al , out” production. 


Probably there is no single item made by American 


hicient, W'S Industry more generally used in all implements of war- 
> prod- fare than bolts, nuts and other industrial fastenings. 
canon So that there shall be no moment of delay in arma- 
. They ment production due to lack of these parts—our prod- 
m they uct—record-breaking tonnage must be produced and 


»f both allocated to the points of most vital need in accordance 
with their importance to the national emergency. 
x fea- . ” Because this is our biggest problem today, we now 


dware. are thankful that during the past 5 years we have, with- 
On are 


of the 





out interruption, carried on a definite major program 


of expansion and rehabilitation which has been the 








curely 

greatest in our 97 years of business. 
t fric- To win this war, to achieve this necessary “all out” 
results production, we pledge the greatest effort of our 
f man- history. 
ull 
ft. 

® 2183 
LING 
NOIS 

RUSSELL, BURDSALL & WARD 

heen BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS, ILL. rote) 7 Vel 10] Sb raa 








“Don't forget to take ho 
“fixin’ things’ *... 
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5/s"* 








"A 
Jeo file 
4" shar 
Pen * 


“How about 4 file fo 


@ Through the sheer power of suggestion, the 
Nicholson Display Unit puts the need of files into 
the customers’ minds. It has many records of 
doubling, trebling, quadrupling file sales for re- 
tailers who used to keep this widely needed hard- 
ware item on shelves, in drawers or other 


inconspicuous places. 
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me some files for 
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was useful as o rew-driver™ 
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Set it up on your counter and let it do the 

same job for you — through its attractiveness — 

by its~persistent reminder value. = 
Thousands ofthese proved sales builders and 

profit makers are headed for work in hardware 


stores all over the country. 


Get your jobber to send you an outfit. The 
No. 46 Unit (46 files) costs you only $7.84; 
allows for full retail mark-up. Refills are always 
available. Tell him whether you want it in the 
Nicholson or Black Diamond brand. 

If you prefer, you can order by coupon below. 
Mail it to us and we will see that your jobber gets 
the Display Unit to you without 
unnecessary delay. $ 





NICHOLSON FILE CO., PROVIDENCE, R.1,U.S.A. ic} 
(Also Canadian Plant, Port Hope, Ont.) 


a 

NICHOLSON FILE CO. i 

25 Acorn Street, Providence, R. I. 3 

Send me file Display Unit No. 46 contain. § 

ing popular assortment of 46 files. [ avant i 

these in Nicholson, —] Black Biamond P 
brand. Cost to me $7.84 (to allow full retail 

mark-up). i 

' 

i 

i 
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My Jobber is 





My Name. 


My Address 
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Serve your 
customers 


...and you 


Serve the Nation 


% Now hardware dealers can 
serve their customers and the Nation better 
than ever before. 


Familiarize yourself with the 
chains you have in stock and their uses. Then 
advise your customers which chain is best for 
the stated purpose. 


Push AMERICAN CHAIN. You'll 
save money for your customers, save material 
for America. 


These AMERICAN CHAINS will be 
in demand in January and February: 


Acco Proof & BBB Coil Chain . . . Weed 
American Bar-Reinforced Tire Chains .. . 
Elwel Twist Link Truck Chain ... Acco 
Towing Chains . . . Elwel Coil and Ma- 
chine Chain . . . Ajax and Elwel Breast 
Chain . . . No. 45 Elwel Heel Chain... 
Acco Jack & Safety Chain... Acco Repair 
Links and Assortments. 


If your stocks of AMERICAN CHAIN are low 
make a list of the items needed and 
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AMERICA 


order from your jobber’s salesman. 
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AMERICAN CHAIN DIVISION 
YORK, PENNSYLVANIA 


of AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
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Order No. 49:— 

On December 15, Leon 
Henderson, Administrator, Of- 
fice of Price Administration 
(OPA) issued the sweeping 
Order No. 49 which places a 
price ceiling on all resales of 
iron and steel products on the 
basis of price levels prevailing 
on April 16, 1941. Taken in 
conjunction with Price Sched- 
ule No. 6, which applied only 
to sales by primary producers, 
this new OPA order virtually 
means that maximum prices 
are now established for iron 
and steel products at what 
OPA calls “every stage of dis- 
tribution - mills, warehouses, 
jobbers, distributors, dealers, 
exporters, agents or brokers.” 
The full details of the order 
and its operating plan are 


given elsewhere in this issue, 
in the news section. As we go 
to press the retail hardware 
dealer is left completely out in 
the cold on the sale of nails 
and other wire products — if 
the order and the plan as ex- 
plained at a recent New York 
meeting are to be taken literal- 
ly. From this meeting came 
the word that a maximum de- 
livered price was established 
but without any differential or 
margin to permit a retailer to 
participate except for small 
quantities (less than keg lots) 
not covered by the order. This 
situation might not seriously 
affect a wholesaler making a 
sale to an industrial or to 
building operators, etc. (at a 
very slim margin) but would 
seriously hamper his opportu- 
nity for selling keg nails for 


resale by hardware dealers. 
The National Wholesale 
Hardware Association and the 
National Retail Hardware As- 
sociation are both putting up a 
strong protest to OPA. They 
hope to get some modification 
of the present stringent regu- 
lations—not alone because of 
this present order, but defi- 
nitely in fear that by - passing 
the retailer, and perhaps even 
the wholesaler, may become a 
growing tendency as govern- 
ment exercises more and more 
control over business prac- 
tices. 


OPA’s Reasons:— 


In connection with the an- 
nouncement of Order No. 49 
are statements by Leon Hen- 
derson, quoted from an of- 
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fic 


ial OPA bulletin, as fol- 


lows: 


“Object of the new sched- 
ule is to end the profiteering 
which has developed in cer- 
tain quarters of the steel 
distribution trade and which 
is threatening to disrupt the 
entire steel price structure. 

“Jobbers, dealers and dis- 
tributors of iron and steel 
play an important part in 
American industry. Through 
them, manufacturers and 
other users of steel are able 
to obtain a great variety of 
products in comparatively 
small quantities. Many 
small businesses filling con- 


tracts directly or indirectly 


connected with the victory 
program are entirely depen- 
dent on the distributing in- 
dustry for their supplies of 
steel. 

“Because the nature of 
their business requires them 
to maintain extensive stocks 
in their warehouses and to 
be prepared to make quick 
deliveries, 
prices alwavs have reflected 
the special] character of 
their services. 


distributors’ 


“When maximum prices 
were established by my of- 
fice several months ago for 
iron and steel products sold 
by the primary producers, 
it was expected that jobbers, 
dealers and distributors 
would keep their prices in 
proper relation. The lead- 
ing jobbers have cooperated 
admirably, but certain 
others have _ profiteered. 
Manufacturers urgently in 
need of steel have been 
forced to pay prices from 
50 per cent to 200 per cent 
and more above normal.” 


From that point on the OPA 
Administrator cited com- 
plaints tuat have come to his 
office including the following: 
sheet metal prices increased 
seven times by some jobbers 
when mill prices remained un- 
changed; sheet metal prices in- 
creased 100 per cent within 
10 days; some increases as 
high as 270 per cent and “in 
many 
‘wasters’ and ‘rejects’ — steel 
containing imperfections and 
used steel sold at prices well 
above those which should be 
charged for first grade steel,” 


etc. 


instances ‘seconds,’ 


Crack Down 
Methods? :— 


Mr. Henderson makes some 
serious charges of profiteering 
but does not indicate how 
wide-spread it might be—yvet 
the entire distributing field 
suffers for what may well have 
been the sins of a few. per- 
haps a very small minority. 
Unless this profiteering was 
very general, this sweeping 
Order No. 49 smacks of 
“erack down methods” which 
may impose a heavy penalty 
on the operations of many 
honest and patriotic hardware 
distributors who were and are 
innocent of any price gouging. 
It would seem more logical to 
punish the specific offenders 
and make examples of them. 


Modifications: — 

Just what modifications of 
Order No. 49 may be expected 
(and when) cannot be pre- 


dicted at press time. On the 


merits of the question it seems 
reasonable to believe that 
some arrangement will be pro- 
vided to lessen the stringency 
of the order. As precedent for 
such hope we have the various 
rulings on copper—first com- 
pletely frozen; then released 
for 30 days and currently 
available for three more 
months. This, of course, is 
strictly for partially made 
products and for use of cop- 
per on hand at factories, and 
for manufactured goods in 
stock. The manila rope situa- 
tion was first a completely 
frozen situation, then a release 
for retailers and now back to 
even more stringent rules in 
most particulars. P-22, the 
priority for repairs, mainte- 
nance, etc., has been liberal- 
ized and superseded by P-100 
which permits much more lati- 
tude for hardware distribu- 
tors. All of these develop- 
ments and changes, cause great 
confusion and perplex busi- 
ness men greatly. Some of 
this confusion may be inevita- 
ble under war time conditions, 
but it does seem that a lack 
of knowledge of certain fields 
of operations is causing an 
unnecessary degree of confus- 
ing regulation even under the 
emergency requirements. It 
should be practical to give a 
little study to some of these 
problems and to consult with 
honest experienced business 
leaders before making sweep- 
ing rules, even if they are 
liberalized later. If this situa- 
tion keeps up every business 
man will have to be a Phila- 
delphia lawyer to know how 
to operate and often his best 
intentions may get him into 
trouble. 
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1LCO Avtomatic Deadlatch No. 257 — When door 
is closed bolt is automatically projected an extra 
1” and is deadlocked so that it cannot be forced 
back by end pressure. 





1LCO Cylinder Rim Night Latch No. 256 — Revers- 
ible latch bolt; 5 pin-tumbler cylinder. 


1LCO Cylinder Rim Night Latch No. 219 — Stand- 
ard design; reversible latch bolt; 5 pin-tumbler 
cylinder. 
All above are full size latches with standard backset; 
will replace any standard backset rim night latch. 







\¢ 


é 


4 


— 


; \\ 
am | \ <p 
\ 


v S “2. 


JANUARY 8, 1942 





“Business as Usual” is beginning to trek the back road. 
It’s bumpy, hilly, rather narrow in spots. But it leads 
through new country, and it will take us all back to the 
broad highway with a better idea of how America lives. 

For Americans don’t do without—they find something 
to fill the bill. And the Hardware Merchant who helps 
them is going to make a lot of sales. 

One of the biggest problems is Home Defense: how 
to keep things under lock and key. Your store is still 
headquarters for night latches, padlocks, key blanks, 
cabinet locks, door closers . . . National Defense needs 
have cut into some of these Home Defense lines, and 
substitution may be necessary. But you'll find that your 
customers will generally meet you half way. And we'll 
do everything we can for you ILCO dealers. 

Meanwhile—let’s both look ahead to better hardware 
and better sales when we all get back on the broad 


highway. 


NATIONAL DEFENSE 
We are prepared to fill your orders promptly for locks 
required in National Defense. Please be sure to send us 
a properly executed Preference Rating Certificate, or 
give us the Defense Order Contract Number. This will 


help us to fill your order completely without delay. 


a 





A gf be —_ Fitchburg, Massachusetts 


JINDEPENDENT LOCK COMPANY 


BRANCHES IN ALL PRINCIPAL CITIES 


apie 
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L ET’S cover this sub- 


ject with a series of snapshots. 
Jack Brown, in a B. & O. Pull- 
man headed West from 
ington, slumped down in his seat, 
exhausted. A 
manufacturer, Jack is returning 


midwest hardware 
from one of his numerous visits to 
official Washington. With patriotic 
good-humor he contends with red- 
tape, cooperates with government 
set-ups, all to the end that there 
shall be such priorities and allo- 
cations as will, in his special field. 
contribute most to the national 
welfare—on the war front and the 
home front. 

Manufacturers, wholesale houses, 
association representatives, the 
trade press, are working valiantly 
to see that an effective job is done 
in the tremendously difficult prob- 
lem of allocations. Help with your 
moral support; with prompt and 
careful handling of blanks sent 
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In Six Parts—Part 4 


Getting the Merchandise 
to Sell 


By JOHN T. BARTLETT 


Business Research Specialist 


you for filling; with 100 per cent 
observance of government regula- 
tion with a cooperative and good- 
natured attitude toward short ship- 
ments and delayed deliveries. 

John Tillotson, arranging a line 
of credit at the First National 
Bank. “I figure it this way,” the 
hardware man says to the cashier. 
“If I can clear up my past ac- 
counts, and promise to discount— 
and keep that policy up—I won't 
have so much difficulty getting 
goods to sell.” 

He’s right! The discount-takers 
usually get human—and merited 


first consideration, when the 
jobber doesn’t have enough stock 
to take care of his entire trade. 

Jay Gregg, Paul Torrey, and 
Sime Jenkins, three hardware men 
of Vine County, holding a “pool” 
luncheon (as they call it) at the 
Hotel Coffee Shop. They have 
undertaken to share stock with one 
another, to the end that short ship- 
ments and delivery delays produce 
minimum inconvenience for all. 

Even no more than two dealers 
working together in this way can 
solve a lot of vexing stock prob- 
lems. 
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JOHN T. BARTLETT 


Caldwell Eakins, wholesale sales- 
man, remarks to a hardware mer- 
chant, “We'll have to leave the 
price open on this order; the 
market is so flightly there’s no tell- 
ing what the house’ll have to pay, 
and have to charge you.” 

Open-price buying is a mighty 
bad practice. Some sellers are 
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sure to take advantage of it. Don't 
get us wrong-—some such selling 
is necessary under present condi- 
tions. But good buyers strive to 
order the very minimum at in- 
definite prices. 

Jessie Smith, salesman at 
Green’s Hardware Store, tells Mrs. 
Swisher, old customer, who has 
asked for a certain favorite brand, 
“There's a war shortage in it 
... Sorry, Mrs. Swisher... . We 
hope for more supplies in a month 
or six weeks. .. . Have you ever 
tried Plymouth Brand? . . . It costs 
no more, and serves the same pur- 
pose. ... Mrs. Adams, your neigh- 
bor, has used it for vears.” 

Many shortages can be dealt 
with by persuasively offering— 
and selling—alternative items of 
adequate merit. 

John Doe, fifty-ish, with a 
record which won’t bear investi- 
gation, drawing a hardware man 
to a quiet corner of his store. Doe 
is a bootlegger’s salesman. He 
makes an offer of certain items 
that the hardware man needs very 
much. “Be smart!” he urges. 

Well, the smart thing is to fight 
bootlegging—in England, they call 


it the black market—jfrom the first 
whisper. There may be plenty of 
bugs in civilian allocation; if there 
are, we'll get them out. We won't 
stand for bootlegging! 

Nellie Snyder, small-town gos- 
sip, whispering to a neighbor over 
a garden fence, “Have you no- 
ticed? Jack Weems, the hardware 
man, goes to town now every ten 
days. Looks funny to me. I’ve 
heard it’s a woman!” 

Jack Weems is a hardware mer- 
chant, who, already, has worked 
out one important policy before 
the problem of merchandise short- 
ages and slow deliveries. “Town” 
in this case is 58 miles away. On 
his frequent trips, Weems not only 
visits the wholesale houses; he 
goes on a shopping tour of the 
leading hardware stores. He visits 
the department stores. 

Weems stalks new items, and un- 
familiar brands. He consults the 
buyers. Who handles this? Where 
did you get that? 

Weem’s philosophy is this: “I 
don’t know what may happen to 
me before this emergency is over, 
but one thing is sure—I’m not go- 
ing to run out of merchandise if 
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I can help it! And I’ve come to 
the conclusion that buying in the 
regular way, relying on the travel- 
I don't 
and on 


ing men who call on me 
see so many as I used to 
my catalogs, isn’t enough.” 

If sales of some lines are cut 
down by short supply, try to make 
up by finding new merchandise to 
sell. Remember. the ha.dware 
store is a department store ona 
The test is, “Can 1 
sell this profitably ad 


small scale. 


Use the Telephone 


Stiffy, on the North Side of 
Main Street. told me he had just 
given an order to a salesman, “ 
but I won't know for several days 
whether Tl get the merchandise 
or not. He wouldn’t promise it.” 

| talked with his competitor, on 
the South side of the street, an 
Jiffy told me he had 
ordered the same item, and would 
have delivery in 10 days. “How 
| asked. “I didn't 


he replied, “l 


hour later. 


do you know?” 
take a 
spent $1.25 in telephone charges, 


chance,” 


and got a definite promise.” 

This is a period when the intel- 
ligent hardware man will use 
Western Union and long distance 
‘phone much more than in normal 
{ll the more reason, if 
there is probability a house can- 
not supply an item, that the fact be 
ascertained today. 

William Bulow, hardware man 
telling the barber-shop audience, 
“In a pinch like this, if the house 
I’ve always patronized can't take 
care of me, there’s mighty little 
use looking elsewhere!” 

This principle 


times. 


limes. 


works many 
But there are other times 
it doesn’t. Do an efficient job of 
covering sources—you'll get some 
happy surprises! Should you go 
outside your jobbing territory? 
Perhaps so—ij you can get mer- 
chandise that, with higher delivery 
costs, you can sell at a profit. 
Hugh Billings, a hardware man 
who takes a patriotic interest in 
public affairs, pounding out a let- 
ter to his Congressmen and Sena- 
tors. He writes, “I handle an 
implement line. The government 
has pledged farmers in our state 
to a 1942 defense program which 
greatly increases the need for new 
machines—we estimate at least a 
25 per cent increase over 1941. 
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SPAB has not, as yet, made any 
permanent provision for steel for 
the implement industry. I wish 
you would contact the govern- 
ment departments, and say how 
badly we need to get a high allo- 
cation of steel. Remember. this 
isn’t ordinary civilian use. This is 
a defense proposition.” 
Every hardware man 


should 


- write his representatives in Wash- 


ington when he feels that, patriot- 
ically, he can do so. Congress has 
the power to change a lot of things 
by legislation, by individual pres. 
sure. When your suggestion is in 
accord with the national welfare, 
write! 

Sid Talbot, travelling salesman, 
orating to a hotel lobby group of 
“the boys.” “I turned down $5.- 
000 in orders last week—just be- 
cause we didn’t have the goods, 
and couldn't get them!” Other 
salesmen contribute similar stories. 
It seems to spell a tremendous 
scarcity. 

In a seller's market, it is easy 
for a disparity between supply and 
demand to be distorted. The order 
which one house refuses perhaps 
three or six others do, also. There 
has been a scramble throughout 


the country—led, in some i- 
stances, by the Army and Navy- 

to buy far above-normal reserve 
Don’t attach face value to 
all salesman’s stories of shortages. 


stocks. 


A Calm Attitude 


In conclusion: Buying seems to 
many a hardware man right now 
his most difficult problem. Short- 
ages, actual and threatened, be- 
To buy 


ahead is just horse-sense. So is 


siege. reasonably well 
the cultivation of a calm, philo- 
sophical attitude. 

Nobody knows what the course 
of this war will be, before even- 
We do know 


that we have an enormous supe- 


tually we win it. 


riority in production over the Axis 
countries. Inventive genius will 
come along with many ingenious 
substitutes. Some of the drastic 
curtailments will, later, be relieved. 
After a period of readjustment to 
all-out war economy, we should 
come into an era when thousands 
of products of common domestic 
use are again in satisfactory sup- 


ply. 


(All Rights Reserved—Bartlett Service) 


Compact Lamp Department 


NVERY electric lamp carried in 
iD stock is shown on this table at 
Horace W. Green & Sons, Hunting- 
ton Park, Cal. Popular selling lamps 
are displayed at the front of the 
table while the slower moving items 
are shown on a raised fixture at the 
rear. Complete information as to 


wattage and price is given on all 
items. The handy tester, convenient- 
ly located, saves time and assures 
customers of good lamps. Small flu- 
orescent tubes are displayed on the 
table background. Manufacturers’ 
display material is used to attract 
attention to the display. 





Salesman Philip G. Drake tests a carton of lamps for a customer. 
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Voluntary 


Simplification— 


Key to 


1942 Sales Problems 


By R. C. NICHOLSON 


Manager of Sales, 
Master Rule Mfg. Co., 
New York City 





R. C. NICHOLSON 


PROBLEM as old 
as hardware distribution itself is 
now being brought into new 
prominence as a direct result of 
the national emergency. Hereto- 
fore, it has been regarded as a 
sales problem; now it is regarded 
as a purchasing problem. But the 
question itself is the same—What 
can I get that I can always sell?” 
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“Cats and dogs,” the unsold 
merchandise on the upper shelves 
of the average hardware store, 
have always been an expensive 
headache. Somehow, all a dealer 
needs to make is a couple of bad 
purchases, and immediately he has 
his own particular “zoo” of un- 
salable goods swallowing his prof- 
its. 

Now this unsold merchandise is 
in the spotlight of national im- 


portance, for these honest mistakes 
have created a static condition of 
waste that. if totaled, would rep- 
resent a staggering amount of mer- 
chandise lying around the country 
unused. We shall not concern our- 
selves here with the problem of 
salvaging this material. But the 
prevention of further waste due to 
incorrect buying is our problem, 
and a pressing one. Its solution is 
clearly defined and involves co- 
operation between manufacturer, 
wholesaler and dealer. 

Working with our wholesalers, 
during 1938 and 1939, I inter- 
viewed between 200 and 300 hard- 
ware dealers and discovered first 
hand this condition of incorreci 
purchasing. It was particularly ap- 
parent among the smaller dealers. 
It was, with little variation, the 
same mistake each time--goods on 
the shelf that wouldn’t sell, that 
should never have been bought, 
that were in the wrong store. The 
difficulty existed because the en- 
thusiasm of some factory repre- 
sentative had carried the dealer 
away and. when the smoke had 
lifted. the dealer’s “zoo” was com- 
plete to the last conceivable un- 
salable item. 


“Up to” the Salesman 


The suprising thing is that the 
dealer is not to blame, nor neces- 
sarily the wholesaler. The sales- 
man. armed with convincing sales 
ammunition and personal incen- 
tive, plus full instructions from the 
factory to make a sale, holds the 
decision in his hands. With com- 
plete knowledge of his product, he 
has a distinct advantage over the 
dealer and the wholesaler who are 
naturally swayed by enticing sales 
arguments when the clear judg- 
ment of experience would have 
told them to order “light” or not 
at all. 

Neither can you blame the sales- 
man entirely. His enthusiasm 
sprouted naturally from faith and 
conviction that his line—all of it 
—could be sold by any hardware 
dealer who made the effort. What 
he failed to remember is the fact 
that there always will be little 
fellows and big fellows—one man 
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“Gosh-a-mighty! 
Who thinks ’em up?” 





with one talent, one with five 
talents, one with ten talents, bibli- 
cally speaking. The merchandis- 
ing and selling ability of each is 
usually, and perhaps through no 
fault of his own, proportionate to 
his size. 

Our search for the solution, 
therefore. leads us back to the 
manufacturer. Ultimately, he holds 
all the cards. He can plug his cus- 
tomers with merchandise that he 
wants to unload or that would sell 
better somewhere else, or he can 
take the long range viewpoint and 
sell according to the limits of his 
customer. 

In making this choice, the man- 
ufacturer will do well to consult 
the coldest and most impersonal 
judge that ever rendered a verdict 
—the sales ledger. The jolt you 
get when you see what actually is 
selling might very well shake your 
faith in human nature, but you'll 
learn the truth, s’help me. The 
fact of the matter is that practically 
any hardware manufacturer in ex- 
istence could increase his profits 
by cutting out a substantial num- 
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Courtesy of Four Roses and Frankfort Distilleries, Inc., Frankfort, Ky. 


ber of the items and numbers he 
now makes. He should enjoy the 
support of every wholesaler in 
such a program. Old Man Ledger 
quickly shows that only a small 
part of his line has really univer- 
sal appeal in that it can be sold 
by any dealer, and that only a 
slightly larger portion of his line 
has widespread appeal to the cus- 
tomers of even the largest hard- 
ware dealer. 


Faster Turnover 


If the manufacturer will but 
honestly consider the limitations 
of the distributors through whom 
he sells and urge each to purchase 
only those “universal” items which 
he can sell and sell rapidly, he will 
insure a fast turnover at all times 
of all goods purchased. Right 
there is the keystone of the case 
for simplification. All its other 
advantages are but outgrowths of 
this important fact—simplification 
means faster turnover and faster 
turnover means more economical 
manufacture and distribution. 

Simplification affords many ad- 


vantages to the dealer. The first 
is a chance to eliminate his “cat 
and dog” problem. Perhaps he 
may wish he could carry a few 
extra items in order to make an 
occasional special sale to keep a 
good customer fully satisfied, but 
when his condensed line of fast- 
moving merchandise leaves him 
without a nickel tied up in stuff 
that doesn’t sell, he probably will 
feel it’s worth it. 

His second advantage is the 
chance to get quicker deliveries 
and reduce the number of back 
orders. Here again it is the elim- 
ination of specials that turns the 
trick. These are invariably slow. 
They hold up standard merchan- 
dise because the manufacturer can- 
not make up these specials in suf- 
ficient quantities to have them con- 
tinuously on hand, so must back 
order or simply hold up shipment 
until the “lame duck” specials are 
ready to be shipped. Nor can his 
wholesalers be expected to ware- 
house heavy stocks of slow items. 

Third, simplification offers a 

(Continued on page 82) 
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Repair, Maintenance, Operating 
Supplies Order Liberalized 


P.22 Revoked—Superseded by P-100 


A NEW order which 


helps many thousands of manufac- 
turers and producing plants to ob- 
tain repair, maintenance and oper- 
ating supplies was announced Dec. 
18 by the Division of Priorities. 
The new order is known as Prefer- 
ence Rating Order P-100. It takes 
the place of the old Repair and 
Maintenance Order, P-22, which is 
being revoked. 

Main purpose of the new order, 
as was the case with the old, is to 
extend priority assistance to manu- 
facturers and producers so.that they 
can keep their plants and produc- 
tion machinery in good running or- 
der. The differences between P-100 
and P-22 are largely technical. How- 
ever some provisions of the old plan 
have been liberalized and a number 
of clarifieations have been made in 
order to eliminate misunderstand- 
ings and misapplications of the Or- 
der which occurred in the past. 

The assistance granted by the 
Order is not available for retail 
operations. 


Users of Repair Tools 
Get Help 


Special attention is called to pro- 
visions of the order (in B-3) which 
grant priority aid to: 

“Any person using tools or equip- 
ment to repair or maintain the 
property of any producer as de- 
fined.” 

+The above permits welding re- 
pair shops, blacksmith repair shops, 
small machine repair shops and 
other persons whose business is 
primarily a repair function to use 
this order to keep in working order 
their own establishments. It also 
permits such persons to procure the 
necessary tools and other items con- 
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Inventory dollar allowance boosted; 
users of repair tools get help; op- 


erating supp 


lies eliminate fuel but 


imclude office supplies (not paper) 


sumed in the course of their repair 
business. 

This also applies to the acquisi- 
tion of mechanics’ hand and fine 
mechanical measuring tools when 
purchased by a mechanic for use 
in his capacity as an employee of 
a plant engaged in defense work. 

A mechanic, in order to obtain 
fine precision measuring tools such 
as micrometers, calipers, and other 
tools of this type may sign the P-100 
certification by simply stating where 
he is employed and manually sign- 
ing his name. 

Operating supplies covered by the 


order include files, hack saw blades, 


grinding wheels and any other items 
abraded and consumed in the oper- 
ation of the business. Operating 
supplies have been redefined to elim- 
inate fuel. 


Operating Supplies May 
Include Office Supplies 


Operating supplies may also in- 
clude office supplies with the excep- 
tion of paper products, but if those 
items are purchased under the P-100 
they must be included in the per- 
son’s inventory. 

Parts such as gears, bushing, and 
other items incorporated into final 
products cannot be purchased under 
P-100. These items can be pur- 
chased however, if the item being 
manufactured is a repair of main- 
tenance item. Example: a machine 
manufacturer producing new equip- 
ment could not purchase gears for 


new equipment, but if he had to fur- 
nish a repair part including a gear, 
this could be purchased under the 
order. 

A restriction under P-100 is the 
fact that nonferrous materials can- 
not be purchased under this Order 
as packaging supplies. 


Method of Use 


Any plant or business qualified to 
use the rating can do so without 
making application for its use. If 
a manufacturer needs a repair part, 
for example, he simply places his 
repair order with a supplier and on 
the face of the order manually signs 
the following statement: 

“Material for Maintenance, Re- 
pair or Operating Supplies—Rating 
A-10 under Preference Rating Or- 
der P-100, with the terms of which 
I am familiar.” 

This constitutes legal use of the 
rating. Any order so rated must be 
accepted by the suppdier in accord- 
ance with the terms of Priorities 
Regulation No. 1. 


Extension by Supplier 


The supplier may extend the 
rating in the same manner, if neces- 
sary to obtain materials going into 
the producer’s order. Suppliers 
may use the rating for their own 
repair and maintenance needs, of 
course, if they are qualified to do 
so under the terms of the order. 

A supplier who does not physical- 

(Continued on page 42) 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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The New Year 


VERY year, at this 
time, people give thought to reso- 
lutions of some type or another. 
These usually take the form of 
pledges to the effect that during 
the year efforts will be made to do 
some work better and that certain 
other practices will be curbed or 
Most of us, unfor- 
tunately, do not follow through on 


discontinued. 


our resolutions and they are soon 
forgotten, cast aside and lost in 
the rush of business. 

It's a good plan to make New 
Year's resolutions. And _ every 
member of the Harpware AGE Re- 
tail Sales Idea Club can resolve to 
he a better employee and salesman 
1942. 


room for improvement in the tech- 


during There is always 
nique of selling and this job will 
be decidedly important during the 
year which is just beginning. 

Should you make such a resolu- 
tion, the Retail Sales Idea Club 
will endeavor to help you keep it. 
Many of the activities of the Club 
will be directed along these lines. 
So follow along, take part in the 
contests, and use the club pages in 
each issue of HARDWARE AGE for 
the exchange of ideas. 


Building Tested 
Selling Sentences 

Would you like to have a folder 
telling how you can build the fa- 
mous tested selling sentences 
which Elmer Wheeler, that “Siz- 
zlemanship” man, has made so 
well known? If you would like to 
have this folder free, just address 
a postal card to HARDWARE AGE 
Retail Sales Idea Club, 100 E. 
42nd St., New York, 
N. Y., and simply 
say “Send me the 
folder on how to 





sentences. 


build tested 


There is only a limited supply 


selling 


available so send in your request 
promptly. 

This folder tells you just what 
to do to construct a tested selling 
sentence about merchandise in the 
hardware stock. Read it carefully 





and apply the basic rules to your 
own selling. You will be able to 
selling sentences that 
will help you do a better job and 
you will be better able to tell cus- 
tomers the things they want to 
know about the merchandise in 
which they are interested. 

You will want this folder. so 
right now. 


construct 


send for your copy 





JANUARY IDEA CONTEST 


Question for the Month 


“Is it advisable to carry competi- 
tively priced merchandise to compete 
with the chains and mail-order houses, 
or is it better to stick to quality 

@ merchandise? Give reasons for your 


answer.” 


Submitted by member Orla C. Belcher, Lowe & David Hard- 
ware, Logansport, Ind., who will receive a check for $1.00 for the 


use of this question. 


WIN EXTRA MONEY 


SEND IN YOUR ANSWERS 


Harpware Ace will pay $5.00 to the member submitting the best 
answer to this question; $3.00 will be paid for the second best answer; 


$2.00 will be paid’ for the third. 


$1.00 each will be paid for all other 


ideas published even though these do not win one of the three major 


prizes. 


Entries must be received not later than Jan. 26th. 


Winners will be 


announced in the Retail Sales Idea Club pages of the Feb. 19th issue of 


HarRDWARE AGE. 


In case of ties, duplicate prizes will be awarded. 


Decisions of the editors will be final and all material submitted becomes 


the property of Harpware AGE. 


FIVE SIMPLE CONTEST RULES 


1. Just write your ideas and/or an- 
swer to this question, preferably on a 
penny postal card (letters may be 
submitted) and mail to HARDWARE 
AGE Retail Sales Idea Club, 100 E. 
42nd St., New York, N. Y. More than 
one entry may be submitted, in which 
case use separate postal card for each. 

2. Write your own name and ad- 
dress on the card (or letter), as well 
as the name of your company. 

3. Be sure to write the name of this 


contest — “JANUARY IDEA CON- 
TEST” — on the card (or letter). 


4. Only individuals who have regis- 
tered for membership in the Harp- 
WARE AGE Retail Sales Idea Club are 





eligible to participate in this contest. 
If you are not a member, you can be- 
come one by simply filling in the regis- 
tration form showing on these club 
pages and mailing it to the Club. 
There is no cost for membership. 

5. Answers to questions will be 
judged solely on the value of the idea 
or suggestions presented. Be brief and 
to the point. Penmanship, form, or 
method of expression are not factors 
of the contest. Answers typewritten 
on postal cards will be appreciated but 
are not required. However, if answers 
are submitted in another form this 
will not influence the decision of the 
judges in any way. 




















USE THIS , 
FORM TO | 


REGISTER 


» | Odea Club,. 









You receive $1.00 for each idea 

considered worthy and accept- 

ed for publication. Watch these 
pages of successful ideas. 


FOR EACH OF THESE * x I D EB A S * *« $1.00 WAS PAID 


Rural Route Advertising 
Is Effective 


“We have found that advertis- 
ing over the R.F.D. routes is very 
effective. Here’s what you do: 
First, study and then decide how 
much territory there is in your 
trading area. Then go to your lo- 
cal postmaster, show him your 
trading area and ask for the rural 
routes covering it and the number 
of boxes on each. 

“The next step is to get a per- 
mit from him to use pre-cancelled 
stamps on envelopes. It may be 
advisable to use government en- 
velopes with pre-cancelled stamps 
on them. 

“In order to distribute your 
mailing pieces at the minimum 
rate of postage, have the envelopes 
or the mailing piece marked with 
this information—Sec. 562 P. L. 
& R.—which indicates that the ma- 
terial is being mailed under this 
postal law and regulation. This 
particular section permits an in- 
dividual to mail certain material 
for one cent, where usually it 
would require one and one-half 


Copy this form on a penny 
post card if more than one 
form is necessary. 


Just 








cent postage. This represents a 

large savings on big mailings.” 
DanieL R. Woopsury. 
Waite Hardware Co.. 
Southbridge, Mass. 


Convenience for 
the Customer Pays 

“This is the day of the ‘glorified 
market basket on wheels.” Hurry. 
hurry, check out fast, get out 
quickly! Happily this condition 
does not exist to any great extent 
in the small neighborhood stores. 
Time and again our customers 
have expressed their relief at shop- 
ping leisurely. So from this ex- 
pression came an idea. 

“We had a metal porch chair 
left from summer stock which we 
placed near the wrapping counter. 
Many customers use it, especially 
the men. We listen to their stories 
and never seem in a hurry. It cre- 
ates good will to listen to the 
other fellows’ troubles. 

“Our store is new with every- 
thing spic and span. so far. We 
noticed that customers would rush 
to the door to throw away their 


cigarettes to avoid 
throwing them on the new floor. 
So we have placed ash trays at 
strategic points about the store.” 
M. Sacus, 
Ronald Hardware Co., 
Springfield, Ohio. 


cigars or 


Maintaining Complete 
Displays 

“One of the problems of the 
modern hardware store with open 
displays is the replacement of 
merchandise that is sold. We tried 
having one clerk responsible for 
this job but it never worked out 
to our satisfaction. 

“Recently, we adopted a scheme 
to solve this problem that seems 
to be working out pretty well. 
When any of us sell the last item 
on display we note the fact on a 
slip and drop the memo in a box 
at the cash register. Then in spare 
time we take these memos. secure 
the merchandise from surplus 
stocks and replenish the display.” 

Wayne K. GARDNER. 
Gardner & Hall Co.. 
Concord. N. H. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 

















Name ot De ee ee ee a) 
| ES St. ” 
City State 


| am submitting the following question or subject as worthy material for dis- 


cussion by this organization. 














Midwinter Sales Solve 


Pre: cutting is the 


poorest tool that can be used for 
increasing sales. Every effort 
should be made to establish the 
business as a one-price concern in 
the minds of customers. However. 
most hardwaremen. at some time 
or other, have to face the problem 
of dead stock. 

Accumulations of slow-moving 
stock tie up capital and prevent its 
being used at a profit. The prem- 
ises are cluttered up, and the ap- 
pearance of the store suffers. 
Salesmen become discouraged at 
dusting, moving. re-arranging, 
and counting items which have 
encumbered the shelves for years. 
It is better to cut the price on this 
merchandise and clear it out 
rather than permit it to remain as 
a monkey wrench between the 
cogs of business. 

Many hardware stores carry a 
few slow-moving items solely for 
the convenience of certain good 
customers. These may be re- 
placement parts, tools for special 
work, or supplies stocked on spe- 
cial request for a_ neighboring 
factory. Examples are: plane 
irons, rabbeted locks, saw sets, 
etc. It is useless to cut prices on 
these special items. People will 
seldom buy an article for which 
they have no immediate use. 





“Word-of-mouth advertising is 
necessary for a successful sale.” 
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“Special tables bearing bargains at 9, 19, 29, 39 and 49 cents 
each item bearing its original price tag. The sign at the 


But for items which have been 
bought for regular sale, only to 
become chronic ‘shelf warmers. 
drastic action is necessary. Cut- 
ting prices on these articles and 
leaving them on the shelves is not 
an effective method. All adver- 
tising value of the lower prices is 
lost. Worse still, the merchan- 
dise will probably continue to en- 
cumber the shelves. 


Midwinter Sale 


The midwinter sale offers a 
good solution to the dead stock 
problem. Sales are not popular 
with many retailers. But, isn’t it 
better to have one occasionally 
than to allow the business to de- 
velop into a museum? 

In every town there are many 
people who are susceptible to 


sales. If the hardwareman adver- 
tises his sale well, these people 
will be drawn to his store. They 
will make purchases from _ the 
regular stock as well as sale items. 
Many new customers may be ac- 
quired during the course of a win- 
ter sale. 

Putting on a sale at this time 
of the year has a decidedly bene- 
ficial result on the store person- 
nel. It gives them something in- 
teresting and challenging to do at 
an otherwise dull period when at- 
tention ordinarily lags. And who 
can measure the joy in a sales- 
man's heart when he carries to the 
wrapping counter some old fossil 
that he has been dusting and 
counting in the inventory for ages 
past ? 

One hardwareman discovered 
that his premises, including the 
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_ Dead Stock Problems 














Progressively priced 
tables of bargains, 
with every item bear- 
ing its original price 
tag, helped clear the 
shelves of slow mov- 


ers for one live wire 





& 

i hardware firm. 

z 
| 49 cents displayed the sale merchandise, 
yn at the right attracted the customers.” 
ver- basement, was literally stuffed 
»ple with slow-moving stock, a good 
hey part of which had been acquired 
the from the previous owner. He de- 
ms. cided to put on a midwinter sale. 
ac- 
vin- Bargain Counters 
ime This promotion centered about 
>ne- five tables ranged from the middle 
on- to the rear of the store. Each 
in- table carried goods at one price “People soon took notice of this sale.” 
» at only. The prices used were 9, 
at- 19, 29, 39 and 49 cents. A large 
who price card stood in a metal stand One of the display windows was = 39-cent table, and then to the 29- 
iles- on each table, and another hung devoted to sale merchandise. cent one. Some items progressed 
the from a wire above it. A feature of this promotion was in this way to the 9-cent table, 
»ssil Announcement of the sale was the decision to clear out some of where they did not last very long. 
and made each week in the newspaper the older merchandise for what it There was an astonishing number 
ages advertising. A cloth banner across would bring. Consequently, if of articles sold off this table, some 

the upper front of the store drew one of these items remained on — of them considerably reduced, but 

ored attention to the sale and men- the 49-cent table for a period with- most of them close to the regular 
the tioned the special price tables. out selling, it was moved to the price. Many of the articles would 
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“If one of these items remained 
on the 49-cent table for a pe- 
riod without being sold it was 
moved to the 39-cent table and 
then to the 29-cent one.” 


ordinarily have been considered 
entirely unsaleable. Some were 
antiques, of which the hardware- 
man knew neither the name no 
the use. 


Tables piled with assorted mer- 
chandise do not have the attention- 
compelling quality that an orderly 
display has. The large price cards 
helped to attract attention. In 
addition, a big arrow at the cash 
register directed the shopper's eye 
to the sale tables. 

So many “phony” sales are ad- 
vertised at this time of year that 
people are sometimes slow to re- 
spond to sale advertisements. To 
overcome this tendency, every sale 
that a business puts on should be 
genuine. There should be a num- 
ber of real bargains on display. 
Word-of-mouth advertising is nec- 
essary for a successful sale. And, 
if another clearance promotion 
should ever be necessary, people 
who have made good buys previ- 
ously will be quick to respond to 
the advertising. 

In the midwinter sale described. 


Steel Goods Attract Farm Patrons 


i e~ Sengbusch Hardware Store. 
Fort Atkinson, Wis., finds a 
large display of steel goods and 
small farm tools very helpful in 
building steady business in rural 
sections and in attracting the farmer. 

“A most complete stock of this 
merchandise is shown the year 
round,” says F. J. Sengbusch. own- 
er. “The display is changed occa- 
sionally in order to give more space 
to seasonal items. For example. 
hoes, rakes and hand cultivators are 





removed in the fall in order to show 
snow and furnace shovels, ice scrap- 
ers, manure forks and other seasonal 
items. Many items in the display 
are in demand the year ‘round so the 
department occupies a large space 
on the sidewall all the time.” 

The steel goods department is lo- 
cated at the rear but it can be seen 
from most any place in the store as 
a result of carrying the merchandise 
display to a height of eight or nine 
feet on the wall. 


Steel goods 
shown high on 
the wall can 
be scen from 
any place in 
the store even 
though the de- 
partment is 
located at the 
rear of the 
sales floor. 


the need for some such stimulation 
was recognized early. Several ar- 
ticles of higher value were mixed 
with the goods on the low-price 
tables. This gave shoppers an ex- 
cuse to inspect each table thor- 
oughly in search for bargains. 
They talked about the good values. 
The sale was given a powerful 
stimulus at a reasonable cost. In 
this connection, it should be noted 
that none of the goods on which 
prices were reduced was regular 
hardware stock. Sales of these 
regular lines were featured at the 
usual prices. 





“Every morning the tables were 
dusted and filled up again.” 


All goods placed on the tables 
had the original price marks left 
on them. They were not marked 
with the table prices. Thus, at the 
end of the sale, or at any other 
time, it was only necessary to lift 
an article from the table to with- 
draw it from the sale. 

People soon took notice of this 
sale. Women by dozens came in 
from the street and looked care- 
fully over the tables, picking out 
the articles which seemed to them 
to be the best buys. 

Shoppers will seldom stop to 
look at a few dusty articles on a 
disorderly table. Every morning. 
the tables were dusted and filled 
up again with merchandise. 

The result of this sale was a 
great increase in business for the 
period, and a complete clearing 
out of the tremendous accumula- 
tion of dead stock. A large per- 
centage of the merchandise was 
sold quite close to the original 
marked prices, so that the total 
income from sales compared fav- 
orably with cost prices. 
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Cold Weather- 


Home Butchering- 


Display 





and the Lion Hardware Co. is set to 
serve the Springfield, Ohio, section 
where 80 per cent of the farmers 
butcher and cure their own meats 








= NG that 


cold weather means home butcher. 
ing time in farm communities, the 
Lion Hardware Co. of Springfield, 
Ohio, a city of over 70,000 popula- 
tion, gives merchandising empha- 
sis to home butchering equipment 
and compounds for home curing 
of meats. The sale of those and 
related products is an important 
fall selling activity with this hard- 
ware firm for it serves an excellent 
farming section. And since ap- 
proximately 80 per cent of the 
farmers in that section do some 
butchering each fall, there is cor: 
siderable potential business in re- 
placements for the store to go 
after. 


Equipment Displayed 


Home butchering equipment is 
featured in the store windows at 
this time of the year. The cur- 
rent window is attracting more 
than _ usual attention because 
Charles W. Brewer, display man, 
has developed an interesting and 
practical display. 

An important follow-up to the 
window is the display of home 
butchering equipment related 


All home butchering and meat curing accessories were shown in this unusual 
window. Cutlery was on the grass mat covering the floor while an electric 
lamp bulb covered with red crepe paper simulated a fire under the kettle 





In your hore butcher- 


ing window. show the . 


following: Lard press 
with stuffing attach- 
ments, food and meat 
choppers, lard pails 
and cans, hog scrapers, 
sharpening steels, 
cleavers, meat saws, 
butcher, boning and 
skinning knives, meat 


thermem<cters, repair 
parts for the choppers, 
meat curing com- 
pounds — salt cure, 
sugar cure, liquid 
smoke and _ sausage 
seasoning. 


Use a center panel of 

dark brown with ‘tan 

side panels, cut out let- 

ters of vermilion and 

yellow show cards with 
red letters. 





Curing compounds were feat- 
ured on a table inside the 
store. A large number of 
books on “Home Meat Curing” 
were distributed to cus- 
tomers and were displayed 
with the manufacturer’s 
card on a separate table 
next to the main display. 


items, arranged on a table in the 
store interior. Here are the cur- 
ing compounds such as smoke salt, 
sausage seasoning, and others. The 
packaging of these compounds 
gives the table “plus” attention 
value. Also, a person seeing this 
merchandise thus arranged, imme- 
diately associates it with the home 
butchering items in the window. 
‘This is sales promotion as it should 
be practiced. 

Cutlery sales, too, move up 
sharply as soon as this season gets 
under way. Farmers like the best 
quality butchering knife they can 
buy and just for them, the Lion 
Hardware carries a very high qual- 
ity cutlery line. 

A very popular item in the 
home butchering section is one of 
the curing compounds—smoke salt. 
This is something the farmer needs 
each year and it is one of the first 
items purchased when home 
butchering preparations are begun. 
Then, too, other replacements are 
necessary and this is one of the 
important reasons why displays 

(Continued on page 92) 
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Merchandis 
electric mixers, 


coffee maker, 
syrup pitchers, 


panels of re 


5 
> — mer- 


chants should start early in Feb- 
r ruary to work out details of their 
sales promotion program for the 
spring and summer months. Re- 
fer to each issue of HARDWARE 
AcE for suggestions for windows 
for the coming month. 

The month of February offers 
many occasions for celebrations. 
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y—Stress Housewares 
Goods 





PAR 


drip coffe 


ith toaster, 


ins 
can openers, paper napkins, 


nd blue strips of material. 


Birthdays of two of the nation’s 
greatest Americans are celebrated 
during that month. Lincoln’s 
birthday is observed on the 12th 
and Washington’s on the 22nd. 
St. Valentine’s Day, another day 
which is popular with both young 
and old, is observed upon the 
14th. 

Such an array of special events 
usually brings forth many parties. 
This being the case, it is a good 
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small 
tchcrs, 


onion on 
es, water 
vo ee trays, glass 


king dishes, 
fruit juicer, casscroles, 


lIboard. Side 
, b yore and blue. 


time to bring to the attention of 
prospective purchasers the many 
items in your store that will add 
so much to the success of any af- 
fair they might undertake. 


Colorful Windows 
Important 


Put a lot of color in your party 
goods window. Use red, white and 
blue in your background and try 
to tie the display up with some 
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POULTRY SUPPLIES 
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s complete with ——. 
k and poultry fee 
ns in severa 


fers for brooder stoves an 


onvenes weg brooders. 
stove pipe for » of yellow . 
«Background ee ena. Cut-out purple letters 


Side panels of purple 


one of the special celebrations ob- 
served during the month. The 
same colors should be used on 
pedestals. Use more white mate- 
rial to offset the stronger red and 
blue. The floor of the display 
could be covered with white paper 
or cloth with a red or blue border 
along the edge of the glass to 
carry out the general color com- 
bination. 

These live colors will attract at- 
tention to the display, and that is 
just what they are supposed to do. 

Be sure to show a wide variety 
of gift items and favors in this 
window. These popular selling 
goods will be in demand at this 
time. Items helpful to the house- 
wife in preparing for a_ party 
should also be included in this dis- 
play. You will find suggestions 
along these lines in the caption of 
the party goods window shown in 
connection with this article. 

Several tables used for the show- 
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ing of housewares and gift goods 
could be trimmed in the same col- 
ors used in the party goods win- 
dow. This would indicate to cus- 
tomers that there is some relation- 
ship between the displays. 


Feature Poultry 
Raising Items Early 


This type of merchandise is 
purchased quite early by people 
who raise poultry for the early 
spring markets. Show your line 
now so that the big buyers will 
know what you carry. 

The display of this equipment 
shown upon this page is built 
around a brooder stove. If you 
should happen to sell baby chicks, 
as many hardware dealers do, 
show some of them in your win- 
dow beneath a brooder stove. 
Baby chicks in the window will 
be sure to attract attention to the 
entire display. 

Poultry fence and netting must 
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painted wallboard. 


be replaced frequently. These are 
items that are not displayed in 
many hardware stores. Show a 
sample roll of your stock on a 
platform at the rear and be sure 
that it is a full roll. Sell from 
this display but do not fill orders 
from it. Each roll of fence and 
netting should be priced with a 
show card. Feature the full roll 
price in order to be as competi- 
tive as possible. 

Other items that should be fea- 
tured on the poultry goods table 
are rolls of glass cloth or fabric. 
materials which are used in place 
of window glass in chicken and 
brooder houses. Many manufac- 
turers supply dealers with special 
dispensing racks for such displays. 
These also contain the complete 
story on the recommended use of 
the product. Other items of equip- 
ment can be shown on either side 
of such a display, thus making it 
a real producer of results. 
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Announcing 


“OPPORTUNITY, UNLIMITED” 


A new Remington-Peters-Du Pont sound motion picture 
on the hardware and sporting goods business 


The enthusiastic reception given to Remington-Peters-Du Pont 
merchandising sound motion picture “One Man Listens” by 
the hardware and sporting goods trade has made it possible for 
us to produce a sequel, “Opportunity, Unlimited”. Again the 
nation’s foremost merchandising experts have helped us to pro- 
duce a picture that we believe every hardware and sporting 
goods dealer will want to see. 

“Opportunity, Uniimited” tells a lively story of 
the tried and proven “Cash-in-the-Calendar” plan Al 
—a pre-tested merchandising program that hard- Gey 
ware merchants, both large and smali, have used : 
to increase sales. 






We sincerely appreciate the coop- 
eration of the trade press, jobbers 
and associations in making possible 
the many showings of “One Man 
Listens”. You will find “Opportunity, 
Unlimited” of equal, if not greater in- 
terest than “One Man Listens”. Be 
sure to see it. 
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HIGHLIGHTS 


from the new 


Remington - Peters -Du Pont 


Sound Film— 
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Boy ITS E VEN 
| BETTER THAN ONE 


UNLIMITED” 





Write to your 
association 


Inc., Bridgeport, 
cut, to present 
tunity, Unlimited” at 
state convention or 
group meeting. Or 


dealer 
the movie. 


tatives will be glad 


and jobber groups. 


HERE’S HOW TO SEE 
“OPPORTUNITY, 


hardware 
secretary and 
ask him to arrange with 
Remington Arms Company, 
Connecti- 
“Oppor- 


your jobber to arrange a 
meeting and show 
All Remington 
and Peters sales represen- 


show it to interested dealer 
This is 
a picture you’ll certainly 
want to see—so write today. 


This new motion picture deals with a 


typical up-to-date hardware store. 
problems Tom Bennett solves are 
ones you meet every day. 


A staff planning meeting, is the first 
plan. 
Here Tom Bennett puts the plan to work. 


step in the ‘“‘Cash-in-the-Calendar” 


Tom reviews the six fundamental steps 
for making a success of Harvey Bennett's 


“Cash-in-the-Calendar” plan. 





Hard work on selecting merchandise, 


planning advertising, 


The 
the 


special displays, 
promotions, and informed salesmanship, 


bring new life to Bennett Hardware. 
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ADVANCES 


Hedge, pruning, lopping, grass shears. 


Cattle dehorners. 


Harvest kegs. 


Well buckets. Certain post hole diggers, augers. 


Scythe snaths. 
Sisal rope. 


Brooms. 
Some enamelware. 
Certain folding furniture. 


Gas tubing. 





silverware 
Henderson, on 


China, lamps, 
Price Administrator 
Dec. 19, asked manufacturers of china, 
glass, lamps, lampshades, watches and 
silverware not to raise prices on cur- 
rent items above the level of Dec. 1. 


* * . 


Grass and hedge shears 
Effective Dec. 1, jobbers were notified 
by one maker of an advance of about 
10 per cent on hedge, pruning, lopping 
and grass shears. 


* 7 ~ 


Cattle dehorners Some man- 
ufacturers have notified their trade of 
a 10 per cent mark-up, to be in effect 
Jan. 


x * * 


Harvest kegs——Jobbers were 
given notice early in December of a 
10 per 
and well buckets. 
effect Jan. 1 


cent advance on harvest kegs 
The mark-up was in 


* * * 


Diggers and augers-——-An ad. 
vance is reported, effective Dec. 22, on 
one line of post hole diggers and au- 
gers, ranging from $1.50 to $2.00 per 
dozen. 

* * * 

Snath prices—A mark-up of 
about 8 per cent is effective imme- 
diately on some lines of scythe snaths, 
though repair parts remain for the 
present at the schedules issued early in 
July. 

* o . 

Broom prices Leading 
makers of brooms, who are feeling the 
severe pinch of short supplies and 


10 


higher costs, have announced a num- 
ber of changes in December, ranging 
from 30 cents per dozen on competitively 
priced brooms, to as high as 90 cents 
per dozen on certain warehouse broom 
numbers. 
+ * ~ 
Glass substitutes Urgent 


Victory requirements of the United 
States are for the present just about 
pre-empting available production of the 
leading wire-reinforced cellulose ace- 
tate glass substitutes. It seems that 
only some of these lines will be avail- 
able temporarily for the usual farm 
use and other civilian purposes. 
* * * 


Gas tubing 
strictions on the ordinary uses of rub- 


Increasing re- 


ber add to the uncertainty of future 
deliveries on red cloth inserted gas 
tubing. Prices were withdrawn on 
Dec. 6, since which date some makers 
have raised prices about 10 per cent, 
and all are accepting orders subject to 
figures in effect at time of shipment. 
” - * 

Rope—Sisal rope, one leading 
manufacturer has announced, has ad- 
vanced 11% cents per pound over previ- 
ous prices. Defense rope—or special 
stock—sales have been subjected to new 
OPM rulings as outlined on page 55 
of this issue. Rope of this quality 
where available carries a list price of 
20 cents basis for Zone 1. 

+ * * 

Enamelware New prices 
were put out late in December by 
several makers of enameled kitchen- 
ware, approximating 10 per cent in- 


. ments 





crease on almost the entire line. Short- 
ages of steel, and the heavy pressure 
of new business resulting from the 
scarcity of galvanized ware, are making 
delivery dates on enameled ware re- 
mote and uncertain. 


* * * 


Leather prices—Effective Dec. 
29, OPA placed a temporary ceiling on 
leather prices, under which all kinds 
and qualities are to be no higher than 
the highest prevailing prices between 
Nov. 6 and Dec. 6, 1941. More perma- 
nent and definite schedules will follow 
after further OPA study. 


* * * 


Brushes and_bristles—Hog 
bristles more than three inches in 
length are reserved for military require- 
by general preference order 
M-51, issued Dec. 18 by the division of 
priorities. A summary of this order 
appears on page 54 of this issue of 
Harpware Ace. Experiments are now 
being made to develop a tapered nylon 
fiber in the United States, which would 
obviate the use of hog bristles. With 
the rapid disappearance of bristles from 
the market, brush manufacturers find it 
necessary to substitute horse hair either 
entirely or in mixtures. There is only 
a limited supply of horse hair of good 
quality available, and the increased de- 
mand for its use will probably be re- 
flected shortly in higher prices on 
brushes where horse hair is a principal 
part of the mixture. 


* * * 


Nails, wire and bale ties— 
Due to amazingly scant supplies, job- 
bers have abandoned carload, or large 
quantity, selling—and are in various 
strict ways, rationing their limited 
stocks among their regular customers 
in small “doses.” Reflecting the prac- 
tice of the mills, which can make no 
reliable delivery promise on any new 
purchases, most wholesalers now accept 
orders for nails and merchant wire 
products “subject to prices ruling at 
time of shipment.” They feel unsafe 
in attempting to quote any definite 
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_ day-to-day basis, with no merchandise 
reserves on hand to validate any cur- 
rent price. 

= = * 

Paint lines—Scarcity of many 
pigments, drying oils, colors, and other 
materials essential to the manufacture 
of paints and varnishes, is reported by 
Ernest T. Trigg, president of the Na- 
tional Paint, Varnish, and Lacquer asso- 
ciation. Mr. Trigg states that the con- 
sumption of linseed oil will reach a 
new peak this year, having risen al- 
most 38 per cent to 81,198,562 gallons 
in the firct nine months this year, from 
the volume u:ed in the corresponding 
period of 1940. 

* * * 

Burlaps, jute and _ India 
twines—The difficulty of safe trans- 
portation from the far East will strictly 
limit the use of current limited stocks 
in the United States. Essential govern- 
ment requirements will have first pref- 
erence, and substitutes will have to be 
chiefly used for civilian purposes. On 
jute and India twines, manufacturers 
are expected to issue a price advance 
reserving 
When 
new twine prices are issued they will 
be subject to further change without 
notice, and to the 


very soon, All makers are 
the right to limit quantities. 


manufacturers’ 
ability to secure raw materials. Jute 
twine will no longer be baled in burlap, 
but will be papered or lashed. India 
twines will be packed in smaller con- 
tainers or bags—whatever the mills can 
secure. Mills are now preparing to 
make a mixed jute (half jute and half 
other fibers) which will have the neces- 
sary strength. 
7 >” * 

Furniture news—The furni- 
ture industry, reacting from the record 
advances of earlier slipped 
backward in November for the first 
time in 1941. Unfilled orders declined, 
but the 9 per cent drop still left a 
backlog 135 per cent above a year ago. 
New orders declined 23 per cent from 
October, but remained 19 per cent 
higher than November, 1940.  Ship- 
ments fell off 14 per cent, as com- 
pared with October, but remained 28 
per cent higher than a year ago. Ef.- 
fective Dec. 11, Gold Medal Folding 
Furniture Co. issued a new price list, 


months, 


showing advances of approximately 15 
per cent, due to increased cost of 
materials, etc. 
- 7 * 
Asphalt roofing—Under the 
recent price ceiling order by OPA as 
to roofing prices, which equally affects 





DECLINES 


Asphalt roofing items. 
Fluorescent lamps. 
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all manufacturers, some companies have 
already issued their revised quotation 
sheets, reverting to schedules similar 
to those prevailing during the past sum- 
mer, and 


cancelling schedules an- 


nounced in October. In less than car- 
loads, f.o.b. factory points, 90 pound 
mineral surfaced rolls revert to $1.82 
per square, 75 pound rolls to $1.71, and 
competitive quality 35 pound tale sur- 
faced rolls to 84 cents. Tarred and 
asphalt felts are similarly back at the 
June levels. 
* * * 

Fluorescent lamps-—Anothe1 
substantial reduction has been made 
affecting the list prices of G.E. Mazda 
Jan. 1. 
affecting the most 


fluorescent lamps, effective 


Price reductions 
popular F (fluorescent) lamps line, for 
example, are the following daylight 
and white types: 14-watt T-12 from 90 
cents to 80 cents; 15-watt T-8 from 75 
cents to 65 cents; 15-watt T-12 from 
95 cents to 80 cents; 20-watt T-12 from 
95 cents to 80 cents; 30-watt T-8 from 
95 cents to 80 cents; 40-watt T-12 from 
$1.35 to $1.15; and, 100-watt T-17 from 
$3.00 to $2.60. 
substantial price reductions affecting 
soft white and colored G. E. Mazda F 
lamps. 


Also announced were 





ADVANCES 
EXPECTED 


Twines. Paint brushes. 





Screen cloth, netting, fenc- 
ing—The OPA order 
probably will have no altering effect 


price ceiling 
on current screen cloth resale prices. 
as these have been based through the 
past season on March quotations from 
the manufacturers. 12 mesh black 
screen cloth at $1.80, and 16 mesh 
galvanized at $2.50 will continue to be 
the ruling basis for the opening of the 
1942 season, as they were for most of 
the past Acute government 
demands, particularly for 2 inch mesh 
netting, and the priority of armament 
needs for zinc, will make all netting, 
also galvanized screen cloth and hard- 


season. 


ware cloth, very short henceforth, for 
the regular trade, this shortage starting 
many weeks ago. Jobbers are expect- 
ing curtailed supplies, also, of such 
fence items, particularly lawn fence. 
flower border and the like—while for 
some time past, and to come, chain link 
production will be directed to the en- 
closure and protection of 
plants working on “Victory” essentials. 


important 


* * ae 
Allotments—An 

be made to alleviate the expected first 
quarter (1942) 


attempt will 


scarcity of nails and 












Steel Consumption 


An increase of more than 90 
per cent in the consumption of 
steel in 1941, as compared with 
1940 has been shown in the manu- 
facture of builders and other 
types of hardware, cutlery, kitchen 
utensils, refrigerators, stoves and 
ranges, washing machines, sewing 
machines, etc. The American Iron 
& Steel Institute figures for 1940 
showed a tonnage of 949,855 for 
these lines. The Iron Age has 
estimated the total consumption 
in the manufacture of these lines 
at 1,810,919 tons in 1941. 





wire products. Nails, bale« ties and 
wire rope may be received up to 100 
per cent (formerly 70 per cent) of the 
jobbers’ receipts; galvanized sheets 
may be taken up to 70 per cent of 1940 
(formerly 50 per cent), these being a 
substantial relief for distributors. All 
other steel products may be taken at 
the same 70 per cent of 1940, as has 
recently been effective. 


* * * 


Latest industry news—With 
manufacturing output at an all-time 
high for a Christmas week, the Asso- 
ciated Press weekly index of industrial 
activity, based on 1929-30 as 100, rose 
for the sixth consecutive week to a 
new peak, of 143.4 per cent, compared 
to 122.6 per cent a year ago, Much 
progress is reported in the conversion 
of peacetime plants to war production. 
During the week ended Dec. 20, car- 
loadings maintained a 14.5 per cent 


1940 week. 


Despite sizable losses in miscellaneous 


gain over the similar 
freight, less than carlot merchandise 
and ore, the decline in total loadings 
from the preceding 1940 week was less 
than seasonally expected. Establishing 
a new’record high mark for the third 
consecutive week, electric power pro- 
duction in the period ended Dec. 20 in- 
creased 0.5 per cent over the preceding 
week, and 13 per cent above a year ago. 
Holiday shutdowns’ in steel producing 
and consuming plants with war orders 
meant little loss in production in the 
last seven days, a period which in 
normal years sees a substantial decline, 
The Iron Age reported in its Jan. 2 
issue. Steel output has advanced to 
96.5 per cent of capacity but the gain 
was only three points because of the 
unusually strong mill schedules pre- 
vailing Christmas week, 


*” * a” 


Farm equipment--On Dec. 
27. the farm equipment industry was 
ordered by OPM to curtail production 
of new machinery, and increase the 
output of repair parts. The purpose is 


to conserve scarce metals while assur- 
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ing that farmers will be able to keep 
existing machinery in good working 
condition, and to produce full quotas 
of essential foodstuffs. The order on 
farm machinery will affect some 1200 
plants, employing about 90,000 people. 
It establishes production quotas on 
every type of equipment from windmills 
to wheelbarrows, with 1940 as the base 
year. Only 83 per cent of the ma- 
terials available for new equipment in 
1940 will be made available to the in- 
dustry in 1942, but about 50 per cent 
more material, compared with 1940, 
will be made available for repair parts. 
Production rates authorized, as com- 
pared with 1940, include: Horse or 
tractor drawn potato planters, 58 per 
cent; grain binders, 75 per cent; rice 
binders, 100 per cent; hay press com- 
bines (windrow pickup), 353 per cent; 
peanut pickers, 208 per cent; steel 
stock tanks, 52 per cent; wooden stock 
tanks, 351 per cent; steel stock pens, 
50 per cent; metal grain bins, 11 per 
cent; silos, 90 per cent; horseshoes and 
horseshoe nails, 90 per cent; wooden 
wheelbarrows, 100 per cent; steel 
wheelbarrows, none; subsoil plows, 50 
per cent; windmill pumps, 100 per 
cent; and small incubators, 60 per 
cent. About 97 per cent of all farm 
equipment is made of steel and cast 
iron. Copper is used for tractor radia- 
tors and farm water systems. Alumi- 
num is used in milking machines and 
rubber for tractor tires. 


A Christmas clean-up—The 
vigor of Christmas shopping—aided 
perhaps by earlier scarcities which 
made overstocking by the stores almost 
impossible—has brought in all direc- 
tions an unusually good clean-up of 
holiday merchandise. Many year-end 
closeout sales will be conducted, as 
usual, but this year will be lacking the 
distress signals, and the profit give- 
aways of similar clean-up campaigns 
which have gone before. Dun & Brad- 
street, Inc., reported sales for the full 
holiday period surpassing last year’s in 
dollar volume, although generally no 
better than even with it on a unit basis. 
They estimated a retail sale in the pre- 
Christmas week, for the country as a 
whole, aided by an extra shopping day 
this year, at 16 to 25 per cent above 
the corresponding period last year, on 
a dollar volume basis. This year-to-year 
gain was more than double that shown 
in the two preceding weeks, imme- 
diately following the outbreak of the 
Pacific War. 

a = % 

Washer, ironer shipments 
It is estimated that during 1941 a total 
of 1,900,000 electric washing machines 
were shipped by manufacturers, at an 
average price of $78.50. Gas models, 
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at an average of $88.00 totaled 115,000 
units, according to estimates. It i- 
further estimated that a total of 130,000 
portable ironers and a like number of 
regular ironers were shipped during the 
year with respective average prices of 
$28.75 and $84.00. 
~ a ~ 

Vacuum cleaner sales—The 
Vacuum Cleaner Manufacturers Asso- 
ciation estimates that 110,618 floor type 
vacuum cleaners were shipped in Nov., 
1941, as compared with 112,309 units 
in the same month of last year. Hand 
cleaners totalled 20,367 units in No- 
vember, 194], as compared with 39,376 
in the same period of 1941. Totals 
were 130,985 units in November, 1941, 
as compared with 151,685 in November, 
1940. 

* * a 

Machine tools—Production for 
1941 will exceed the $750,000,000 goal 
set at the beginning of the year it was 
announced today by George H. John- 
son, head of the Gisholt Machine Co. 
and president of the National Machine 
Tool Builders’ Association. November 
machine tool shipments of $74,600,000 


bring the total for the first 11 months 
of 1941 to $690,000,000, with $765,- 
000,00) estimated for the full year. 
Shipments in 1940 were $450,000,000. 
a oa m 

November construction— 
Curtailment of non-defense construction 
was reflected in the November record 
of contracts awarded, according to F. 
W. Dodge Corp. The month’s contract 
total for the 37 eastern states amounted 
to $458,620.000, a decrease of 24 per 
cent from the October figure, but, on 
the other hand, an increase of 21 per 
cent over November, 1940. Part of the 
decline from October, however, is ex- 
plained by the fact that the number of 
business days in November was fewer 
by four than the number in October, 
Non-residential building onctracts in 
November ran 30 per cent ahead of 
the corresponding month of 1940; resi- 
dential building ran 24 per cent be- 
hind; public works and utilities ran 89 
per cent ahead. Construction contracts 
awarded during the first eleven months 
of this year reached a total of $5,575,- 
848,000, an increase of 57 per cent 
over the corresponding period of 1940. 


Repair, Maintenance, Operating 
Supplies Order Liberalized 


(Continued from page 29) 


ly alter parts which he supplies to 
another is permitted to group several 
orders together so as to purchase in 
a minimum commercial quantity. 


Inventory Dollar 
Allowance Boosted 


The former restriction on accept- 
ance of materials for inventory of 
maintenance, repair, or operating 
supplies by producers using the or- 
der has been changed to permit in- 
ventory and stores not exceeding 110 
per cent of the maximum dollar vol- 
ume of such materials purchased 
during the corresponding calendar 
quarter of 1940. The previous figure 
was 100 per cent. 

This change has been made to 
allow for price increases. However, 
the order now specifically states 
that no materials may be accepted 
for additions to inventories and 
stores for maintenance, repair, and 
operating supplies until such in- 
ventories have heen reduced to a 
practicable working minimum. 


Exemption Broadened 


The restriction on withdrawals 
from inventory or stores has also 
been changed to permit withdrawals 
up to 110 per cent of the aggregate 





dollar volume of such withdrawals 
in the corresponding quarter of 
1940, or, at the producer’s option, 
up to 274% per cent of the ag- 
gregate dollar volume of withdraw- 
als during the calendar year 1940. 
Producers whose aggregate pur- 
chases of materials for maintenance, 
repairs, and operating supplies do 
not exceed $5,000, are exempt from 
the restrictions as to purchases and 
withdrawals. Under P-22 amended 
(the former order), the exemption 
was limited to producers whose pur- 
chases and withdrawals did not ex- 
ceed $2,500 in a calendar quarter. 


More Aid for 
Overtime Factories 

Allowance for inventory use will 
be made for manufacturers oper- 
ating on an overtime basis as it is 
realized that overtime or extra shifts 
consume an abnormal amount of 
operating consumable supplies and 
that an extra allowance is necessary 
for maintenance and repair due to 
machine fatigue. 

It is not permitted to purchase 
materials under the order for ex- 
pansion or betterment of property 
or equipment. The user in such a 
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No. 40 Tuttle Tooth Pruner above. 





AWS 


HO HAVE TRIED OTHERS 


@ Dealers will find an active interest among 
customers in pruning saws which cut fast and clean 
—because so many have been “up a tree” with the 
other kind. 

Atkins Pruning Saw designs, so developed over a period 
of years from studies of tooth performance in live wood 
under pressure, make quick work of awkward tree, vine and 
shrubbery jobs, professional and amateur. 


No. 22 SILVER STEEL with teeth on concave edge on!y. Blade has smooth bock. E. C. ATKINS & COMPANY, 410 S. Illinois St., Indianapolis, Ind. 
Rip teeth cut on the pull, filed and set. Extra large roomy grip beech handle, fully 
lacquered and polished. 3 nickeled screws. 


- a \ 


= Ne. 18 SILVER STEEL highly polished, similor to No. 13. This pruner has the 
% olding handle, enabling the user to cover the hook back peg tooth edge of the saw 
; for carrying in the pocket. High quality beech handle, fully lacquered. Nickeled 
wing nut and rivet. 










Ste ey RB, 









& 




















No. 11. Frome is high grade steel 3/4’ wide, 3/16" thick. Blade 3/4” can be ad- 
iusted to 4 angles. Handle kiln dried beech, full lacquer, polished. 3 nickeled screws. 
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case should file form PD-1 when it 
is necessary to increase the operat- 
ing capacity of his business. The 
producer should also use a PD-1 to 
obtain items that are capitalized and 
carried on his books as a fixed cost. 

The rating cannot be extended by 
suppliers except to replace materials 
sold under P-100 and it must not be 
used to build up stocks in anticipa- 
tion of filling rated orders. 


Ferrous Parts for Containers 


Operating supplies have also been 
redefined in the new order to in- 
clude ferrous parts required to 
manufacture containers. This change 
will assist producers in obtaining 
nails, barrel hoops, and other fer- 
rous items necessary in the opera 
tion of their business. 

A new provision forbids the ap- 
plication of the A-10 rating under 
P-100 where any other order of the 
Division of Priorities assigns some 
other rating to specific uses of a par- 
ticular material. The purpose of this 
change is to prevent draining off of a 
number of materials, chiefly chemi- 
cals, for which “ladders of use” have 
been established by already exist- 
ing E or M orders. The preference 
rating assigned by P-100 may not be 
used to obtain deliveries of any 
material to be used for purposes 
prohibited by any order or regula- 
tion issued by the Director of 
Priorities. 

Producers and suppliers purchas- 
ing metal cutting tools as defined in 
order E-2a must use the metal cut- 
ing tool certificate of inventory con- 
trol, stating that the tools on the 
order will not increase stocks beyond 
a three-month period. 

The provision that the rating shall 
not be applied unless the material 
cannot be obtained without its use 
has been deleted from P-100. The 
original copy of purchase orders 
placed under the terms of P-100 
must be manually signed. All othe: 
copies must bear the special certifi 
cation as indicated in the order. 
OPM requires that one copy be re 
tained for inspection. 

Purchase orders for repair, main 
tenance, and operating supplies 
bought under the order must be 
made up separately from all othe: 
orders. This order is not applicable 
to any utility defined in Order P-46 
nor to any mine operator as defined 
in Order P-56. 

Misuse of the plan may result in 
punitive action. 

Questions about Order P-100 
should be addressed to the Mainte- 
nance and Repair Section, OPM. 
Washington, D. C. 


Ad 





SALES OF 1,625 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


November, 1941 
Dollar Sales 


Number 
of Percent Change 
firms Nov.’41 Nov.’41 
report- _—_—-vs vs 
States by Regions ing Nov.’40 Oct.’41 Nov. °41 Nov. ’40 Oct. 41 
Vew England 85 +19 —ll1 651,277 546,948 735,787 
Maine 11 +41 —15 77,588 54,882 91,238 
Vermont & N.H. * me 
Massachusetts 44 +20 —7 389,263 324,600 
Rhode Island ° ere 
Connecticut ll +17 —15 56,924 48,576 


Viddle Atlantic 190 +22 —l4 1,144,804 935,855 
New York 23 +19 —12 97,305 81,505 
New Jersey 8 +22 —10 67,886 55,628 
Pennsylvania 159 +23 —15 979,613 798,722 1,148,196 


East North Central 456 +19 —13 2,572.723 2,164,063 2,944.007 
Ohio 126 +24 — 8 772,269 624,482 840,364 
Indiana —14 404,217 325,935 472.711 
Illinois —15 607,451 544,345 717,791 
Michigan —15 323,512 279,453 381,707 
Wisconsin —12 465,274 389,848 531,434 


West North Central 2! -15 927.951 832.767 1,098,138 
Minnesota —20 131,744 124,576 164,216 
Iowa § —16 284,057 270,613 338,667 
Missouri : 175,802 158.823 191,970 
North Dakota - 38,649 29,823 
South Dakota v 
Nebraska 100,750 90,890 
Kansas § 190,126 152,027 216,798 


South Atlantic 581,769 484,662 
Delaware 
Maryland ,. 
Virginia 7 —_ 96,138 75,718 
Wert Virginia ; 
North Carolina ; j 
South Carolina : 99,273 87.085 114,251 
Georgia 4 182,694 130.329 211,497 
Florida : 129,480 138,031 119,500 


East South Central 34 292.039 212.522 323.897 
Kentucky 7 : 18.168 36,396 54,026 
Tennessee 8 95,050 83.426 107,598 
Alabama 16 ” 134,874 84,150 148,516 
Mississippi ° ; 





West South Central 123 864.202 718,643 
Arkansas 17 119,377 96,547 124,476 
Louisiana "a , TEE 
Oklahoma 171.520 166,627 173,925 
Texas 3 _ 535,979 424,981 585,080 


Mountain ; 743,949 652,051 867,283 
Montana 23 ‘ — 190,600 181,296 233,946 
Idaho - 106,175 89,880 128,939 
Wyoming 40,590 32.040 49,036 
Colorado q 97,749 91,014 113,446 
New Mexico : . 142,381 115,363 150,548 
Arizona 141,112 120,434 165,760 
Utah od oth 
Nevada 


Pecific y +27 2,183,887 1,720,082 2,483,326 
Washington +32 266,174 201,164 318,503 
Oregon +31 - 358,723 274,443 430,431 
California : +25 1,558,990 1,244,475 1,734,392 


Total 1,62 «421 9,962,601 8,267,593 11,358,351 


Chicago 2: +23 . 5 77,132 109,413 
Los Angeles +35 . 300, 221,640 353,700 
Portland +40 35 25,360 43,015 
San Francisco é +26 144,892 115,203 138,500 





While states marked * are included in total, figures for these states are not 
shown on chart because of insufficient data. Compiled by Bureau of the Census, 
U. S. Department of Commerce. 
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} TANGLEFOOT 
in a9 


PES > m : - : 
’ FREE FANGLErOOT +* 
FOR CLIMBING BUGS AND INSECTS o 
Bes 


This Display Stand Will Help You Sell—Get Your 
Supply of Tree Tanglefoot at Once. 


THE TANGLEFOOT COMPANY 


JANUARY 8, 1942 


When you tie into a stream of NATIONAL WANT—you’'re 
in the money. And that’s exactly what Tanglefoot offers in 
the Spring of 42. The Government and the people are con- 
cerned now about the planting and preservation of trees— 
shade and ornamental trees, fruit trees for food, trees for 
lumber and defense. AND TREE TANGLEFOOT OFF- 
SETS THE BLITZ OF CRAWLING INSECTS THAT 
DESTROY TREES! Get ready, sir, for the blitz of 
SELLING that will follow Tanglefoot’s national advertising 
campaign ! 


Here it Comes! Are You Set. with a 
Stock of Tree Tanglefoot? 


Orchard and grove owners, The Department of Agriculture, the 
Parent-Teachers’ Associations, the Home Owners, the Park 
Boards, are enlisted in this tremendous drive to SAVE OUR 
TREES—and YOU are the one who has the method for saving 
them—namely—Tree Tanglefoot. Get ready for the big drive. The 
nation is behind you—and in front of your counter! 


Tanglefoot Tree Protection 


Shall we turn them over to the creeping and crawling creatures? 
NO, says the nation! Band them with Tree Tanglefoot, and save 
them! So easy—so sure—so profitable! 


Grand Rapids, Michigan 
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Displays of Complete Lines 


Get Results From Shoppers 





\ INDOW trims 


showing complete lines of mer- 
chandise are used by the Cornwell 
& Keltie Hardware Co., Glendale. 
Calif., to create a favorable impres- 
sion regarding the store and its 
ability to fill the needs of almost 
any customer. In addition, these 
windows produce their full share 
of direct business. 

Typical of such displays is the 
cutlery window shown on this 
page. This emphasizes the wide 
variety and almost unlimited stock 
available’ in the store. A very 
large number of cutlery items had 
to be shown in order to accomplish 
the desired effect. 

Each panel shows a different 


16 


Green decorative paper covers the nine background panels. The 
frame supporting them can be taken apart when it is not in use. 


Cornwell & Keltie Hardware Co. 


makes cutlery window appeal to 


every type of purse and need 


type of cutlery. This helps shop- 
pers to locate quickly the item of 
immediate interest to them. 

Small table appliances are 
shown on the floor of this window 
along with items from the gadget 
department. Another eye arrest- 
ing piece is the colorful manufac- 
turer's display card shown in 


the center under the cutlery panels. 

Everything in the display indi- 
cates quality. Even the less ex- 
pensive items in the window look 
to be worth more than the price 
they are marked, due to the way in 
which they are shown. Such dis- 
plays go a long way in overcoming 
price competition today. 
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HERE COME LEAN MEN from 


the hills 


Four years ago, independent dealers were without ade- 
quate prices or products with which to protect them- 
selves against low priced mail-order and chain competi- 
tion. . . . Gibson saw the need and produced the price 
and the product that got the job done—fourteen months 
before other manufacturers lifted a finger. 


In situations where fast thinking and hard work count. 
the “lean hard men from the hills” always excel those 
who grew fat from easy living in the valleys. .. . 
Gibson dealers thus thrived during adverse conditions, 
and for fivé consecutive years Gibson’s sales progress 
has been subtantially ahead of the industry’s average. 
Now we face trying times again . . . curtailments pro- 
viding needed metals for national defense have reduced 


the number of refrigerators and ranges that you can 
buy and sell in 1942 ... but if Gibson’s merchandising 
judgment was good during difficult times in the past, 
you can depend on it that Gibson’s program to cope with 
trying times in the future should be as good or better. 


With Gibson you have a compact, short line—you have 
substantial prices that are abundantly justified by ex- 
clusive and superior features—above all, you have a 
forward-looking, aggressive plan of merchandising ac- 
tion. Your best bet for a good refrigerator season in 
1942 is to get Gibson on your floor now—Gibson dis- 
tributors throughout the country are ready to show you 
the new lines and the new dollar-volume-saving plan 
for Gibson dealers. See your Gibson distributor now! 


GIBSON ELECTRIC REFRIGERATOR CORPORATION 
Export Office: 201 North Wells Street, Chicago, Illinois, U.S.A. 

Cable Address: Gibselico, Bentley Code 

Makers of Freez’r Shelf Refrigerators and Kookall Electric Ranges 


Greenville, Michigan 





Left—Top model of the 1942 Strata-Zone Line. ... No. SF- 
792 with Super Freez’r Shelf and Moist Chiller .. . new im- 
proved interior selling features which provide more exclusive 
and superior food conditioning services than any other make of 
refrigerator—ask your distributor to prove this! Four other 
models, with De Luxe Freez’r Shelf, flat Freez’r Shelf and, 
at low-advertised-special-prices, a conventional-evaporator 
model (like ordinary makes) for comparison purposes .. . buy 
no refrigerator line until you’ve seen Gibson! 











Right—Top model of the 1942 Kookall Electric Range Line. 
... No. ER-392-TV with built-in fluorescent lamp, concealed 
oven vent, 1500-watt, Fiberglas insulated, deep well cooker 
and many other splendid sell-up features. .. . Two other mod- 
els for medium and lower-income customers . buy no 
electric range line until you’ve seen Gibson! 














JANUARY 8, 1942 





The paint mixer is located 
near the paint department 
and is next to a display of 
kalsomine and other items. 
Miniature venctian blinds 
in wood and metal, as well 
as a porch shade used as a 
background, help build sales 


Paint Mixer Builds Both 
Good Will and Sales 


= miles out of 


Chicago in Wilmette, Ill., a paint 
mixer has been the means of 
building considerable good will 
for Wolff & Watt Hardware Co.. 
Inc. As one member of the firm 
states, “Sometimes people who 
have bought paint elsewhere come 
here to get it mixed. After having 
put the paint in the mixer, we 
hand them a paint paddle. While 
there is no charge for mixing their 
paint, we build good will and usu- 
ally make a sale of something to 
these people. 

“We have used the paint mixer 
for more than two years and it is 
not unusual for people to *phone 
before they are coming to buy 
paint to ask us to put it in the mixer 
for them. All types of paint which 
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Wolff & Watt, Wilmette, Il., 


finds it an aid in getting 


five paint turnovers a year 


can be put in the mixer are always 
put in the machine. Most of our 
sales are made to householders, 
and we get about five turnovers a 
year on a 500-gallon stock. When 


requested, we will recommend re- 


liable painters.” 

Paint is advertised in a local 
paper in the spring and fall and is 
given some window display space 
11 months of the year. As an 


extra bid for “paint-up, clean-up, 
fix-up” sales, the store recently 
added wooden and metal Venetian 
blinds and porch shades. Minia- 
ture Venetian blinds, both wooden 
and metal, are displayed near the 
mixer. The mixer itself is mounted 
on a solid cement block in a 
wooden housing with suction cups 
at the bottom of the mixer recessed 
in the housing cover. 
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“WO PRIORITIES.” 
~ ON CREATIVE ENGINEERING 


For '42—two brilliant excnaples of enctive engineering— by Westinghouse 


a* 


a 


THE REGENT 


A top model for ’42, with the 
new ultra-modern fluorescent 
platform lighting. Two Single- 
Set Switches for automatic sur- 
face cooking. 5-Speed Corox 
Units. Two True-TempOvens, 
each complete with two Speed 
Heaters, Balanced Heat and 
Single Dial Control. 





THE DOLLY MADISON “7” 
New big 7 cubic foot refrigerator. 
Color-styled in Turquoise Blue. 
Food-keeping equipment includes 
Frozen Storage, Meat-Keeper, Oven- 
ware Dishes, Dual Crispers, new All- 
Purpose Storage Bin, and exclusive 
Wide-Range True-Temp Control. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY, MERCHANDISING DIVISION, MANSFIELD, OHIO 


Westinghouse 
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Displays at front of 
the store are chang- 
ed with the season. 
A header table hav- 
ing rounded corners 
faces the entrance. 


Model Store Illustrates 
Up-to-Date Merchandising 


Q,. thing that helps 


the average hardware dealer ap- 
preciate the advantages of a mod- 
ern store is to be able to compare 
his present store with a model 
hardware establishment which in- 
corporates all the up-to-date mer- 
chandising features. The Masback 
Hardware Co., New York City, 
makes it possible for its customers 
to do this in its 19 by 70 ft. 
model hardware store located on 
the second floor in its building. 
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Here the merchant can see the 
advantages of a modern store, for 
selling, display and stock han- 
dling methods are clearly demon- 


strated. In addition to this, many 
splendid seasonal merchandising 
suggestions are worked out in de- 
tail and these again emphasize 


Masback Hardware Co., New York, 
model store offers inspiration 
to dealers in modern methods 
of display and stock handling 
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Fairbanks, Morse & Co. 


600 SOUTH MICHIGAN AVENUE 


An CHICAGO 


The 1942 advertising campaign on Fairbanks—Morse 
Home Water Systems will mean so much to dealers that 
you should know about it at once. We rate it as the 


strongest campaign that has ever helped dealers sell 
a line of water systems. 


There isn't room here to show you all the full- 
page ads which will run in "Country Gentleman," 
"Successful Farming," and "Progressive Farmer" 


throughout the year...the other ads which will 
FOR appear in "Better Homes & Gardens"...still others 











prepared especially for 21 state and regional farm 
papers. But we can show you, on this page, one 


WF Clas Wi ly typical ad in greatly reduced size. 


Imagine the attention ads like this will attract! 
Imagine the prospects these ads will develop in your 
territory! And notice the picture of the F-M Water 
System Dealer Identification Sign. Beside this pic-— 
ture is a sound reason why the prospect should see 
the near-by dealer who displays that sign. The entire 
F-M campaign is planned to send 
prospects to F-M dealers. ian 








Your regional F—M representative 
is prepared to show you the com— 
plete campaign. Be sure to see it 
next time he calls. 


FAIRBANKS, MORSE & CO. 














‘enna 


REMEMBER—the Fairbanks-Morse 
Water System line has everything! 
It’s the only complete line—all types, 
all sizes. It offers price leaders in 
~ : . both ejector and piston type shal- 

aes str tLe wo LAYS 1 on low well systems. F-M systems are 

‘eet hdorer aa complete package units—no hard-to- 

a ate bs wr abanbens - —_ sosee find, essential parts to buy. Smaller 

The aa tata WATER ee j tt systems come completely assem- 


| i = — bled, ready to plug in! The F-M name 
i ‘tt fy maureen a 5 wins buyers’ confidence, and the 
)c f ' > fy’ ‘ 


ach H ee performance of the systems makes 
= = cfocr = peste | | satisfied customers. 








Ane Manutarturers of F 


i 
aerteres Beate 

FAIRBANKS, MORSE & co. : - hence 
echt tieontntastenseentn. tes 





FAIRBANKS, MORSE & CO 


Manufacturers of Precision Equipment for 112 Years 
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Sporting goods, 
tools, hardware and 
paints are along the 
right sidewall. Steel 
goods and cleaning 
materials are dis- 
played along the 
rear wall. Platforms 
are provided for 
bulky goods. 


what can be accomplished with 
the proper facilities and with a 
well-planned merchandising _ pro- 
gram as a guide. 

The model store has a modern, 
front—one that would 
establish the store as a desirable 
place in which to trade in any 
community. Windows are easy to 
trim and require a minimum quan- 
tity of merchandise for displays. 

Merchandise shown represents a 
basic stock for an average hard- 
ware store. This was developed 


practical 


after an extensive study. Data 















from the stock records of the 
company, studies of competitive 
offerings in the territory, and the 
merchandising experience of many 
members of the Masback organi- 
zation went into the development 
of this basic stock. 


Display Space 
Generally speaking, display 
space is given to merchandise that 
turns the fastest in the store, and 
the Masback firm feels that a per- 


son entering the hardware busi- 











ness shouid invest the major por- 
tion of his funds in this type of 
merchandise. The basic stock for 
this store will inventory at ap- 
proximately $3,500. 

Fixtures in this model store 
were manufactured by the W. C. 
Heller & Co., Montpelier, Ohio 
They are finished light oak with 
red trim. Shelves, backgrounds 
and ledges are painted ivory while 
cut-out letters placed on the fix: 
ture tops identify the various de- 
partments. The cost of the fixtures 
used was approximately $2,000. 


Housewares are 
along the side- 
wall at left of 
the entrance. An 
attractive bath 
shop and an oil 
cloth display 
are also there. 
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That’s Why Keystone Dealers are... 
eS Essential to Productive Farming 


es see Every one of the thousands of Keystone fence dealers has helped many 
farmers in his community, like the Woodworths, equip their farms for 
maximum production. Together, these dealers have supplied millions of 
miles of long-lasting fence lines—an essential seryice American farmers 
will continue to depend on. So, too, will Keystone continue to supply the 
durably constructed, copper-bearing steel fence that is backed by 52 years’ 
fence-making experience—even though the present supply is somewhat 
limited due to material shortages. 


Scrap Metal - - Don’t Let it Rust Away! 
Right now there is a crying need for the scrap metal lying around in your 
community. Urge its owners to market it to step up Defense and essential 
civilian goods production. 


estas shicsniineoiienadaeatiil 


KEYSTONE STEEL & WIRE CO. DEPT. P-5, PEORIA, ILL. 
Makers of 


REDBRAND FENCE 





| 
| 
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News of Retailers, Jobbers, 
and Manufacturers and 


Salesmen 











RESALE PRICE CONTROL ORDERED 


FOR IRON AND STEEL PRODUCTS 


Prices frozen at April 16 levels by Price 
Schedule 49 which extends price control 
to retailers and includes seconds, rejects, 
and used. Broken packages excluded. 


(Washington Bureau 
of HARDWARE AGE) 


OPA’s first regulation of all 
resale of iron and steel products, 
including seconds, rejects and 
used, was contained in Price 
Schedule 49 issued and effective | 
Dec. 15. This was an apparent | 








recognition that to be effective, 
price control must extend to the | 
retailers. Prices are to be held at 
April 16 levels and will affect | 
nearly 25,000 companies, and 15 | 
per cent or 11,800,000 net tuns | 
of all iron and steel products | 
sold. Hardware jobbers and deal- 
ers, plumbers’ supply houses, in- 
dustrial supply firms, oil field 
suppliers and mail order houses, 
and all othér ‘distributors, must 
abide by the maximum ceilings 
in any sale of goods in the orig- 
inal package or unbroken state. 

The sale of a few pounds of 
nails out of an open keg, or of 
a short length of pipe, or a/| 
small amount of wire fencing out | 
of a broken bundle is exempted, 
but a keg, or a standard pipe 
length, or a whole bundle of 
fencing would have to be sold 
under the prices provided by the 
schedule. 

To achieve its purpose of es- 
tablishing the resale ceiling at 
April 16 levels, the schedule uses 
the price lists for heavy line and 
merchant wire products publicly 
circulated in the trade by lead- 
ing distributors in 23 cities or 
metropolitan free delivery zones. 
These are termed “listed cities.” 
Separate sections explain the 
methods by which maximum 
prices are to be computed under 
various circumstances, such as 
sales on the Pacific Coast in 
which case 35 cents per 100 Ib. 
may be added to the April 16 
price, or for export, and for spe- 
cific products such as nails, an- 
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| nealed and galvanized 
| wire, pipe and tubirg. 


smooth 


Sellers in “listed cities” whose 


| April 16 prices were below those 


of the published listed prices 


may apply to OPA for permis- | 
| quantity, grade and sizes of prod- 


sion to adjust their prices up- 
ward to the “listed prices.” 


Provisions are made to calcu- | 


late maximum prices for sales in 
places other than the 


“listed | 


cities,” for sales by persons hav- | 


ing no prices on April 16, and 
for “dislocated tonnage.” 
According to the 
every person making sales or 
purchases for resale after Dec. 
15 shall keep for inspection by 


| 
| 


schedule, | 


| 
| 


OPM for a period not less than 
a year, complete and accurate 
records of (1) the date, the 
name and address of the buyer 
or seller, the price paid or 
amount received, the quality, 


ucts sold or purchased, and (2) 
inventory. 

Direct or indirect evasion is 
prohibited in connection with 
barter, sale, delivery or transfer 
of iron or steel products alone 
or in conjunction with any other 
materials, or by way of commis- 
sion, service, transportation, or 
by way of discount, premium or 
tying agreement. 


Hog Bristles Over 3 Inches 
Reserved For Military Needs 


(Washington Bureau 
of HARDWARE AGE) 


An imported product affected 
by weakened supply lines to the 
Far East, to be restricted by 
OPM according to General Pref- 
erence Order M-5] issued and 
effective Dec. 17, is Chinese hog 
bristles used chiefly in the manu- 
facture of brushes of all kinds. 

The order forbids the process- 
ing or the commencing of manu- 
fature of any product of which 
bristles are a part, except on 
defense orders, and the sale, or 
delivery unless specifically au- 
thorized by the Director of 
Priorities. An exception is that 
bristles may be sold or trans- 
ferred if those so engaged advise 
OPM the next day as to the 
amount, origin, size, color, num- 
ber of cases and identifying case 
number. Even the opening of 





cases of bristles is prohibited un- 
less it is necessary to prevent 
deterioration, and then the action 
and circumstances must be re- 
ported at once to the OPM. 

Report forms to be issued will 
require each owner of bristles 
to report as of the effecvtive date 
of the order, all bristles of all 
types which he owns, and this 
includes those bristles afloat, in 
transit, in warehouses, or in the 
process of manufacture. 

Two factors which make Chi- 
nese bristles superior: 

1. Hogs are allowed to grow 
older before slaughter, thus 
growing longer bristles, and 

2. China has low cost labor 
which sorts bristles for a few 
cents a day. The nylon makers 
are experimenting with tapered 
fiber as a substitute. 














W. E. O’BRIEN 


TOASTMASTER SALES 
HEADS GET NEW DUTIES 


In a realignment to meet grow- 
ing defense-production demands, 
the McGraw Electric Co., Elgin. 
Ill., has given new staff assign- 
ments to W. E. O’Brien and B. 
M. Riker, who have been in 
charge, respectively, of domestic 
and commercial appliance sales 
in the Toastmaster Products 
Division. 

Mr. O’Brien has been appoint- 
ed general sales manager of both 
the domestic and commercial 
Toastmaster sales departments. 





B. M. RIKER 


Mr. Riker has been placed in 
charge of a newly created indus- 
trial department, so that he can 
concentrate exclusively on de- 
fense work, which he has been 


| handling for some time. 
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groups, and that it is essential NICKELL, LeROY PLOW 
DRASTIC LIMITATIONS for them to get tires for the safe JOINS OPA 
operation of their vehicles. Ties Mit eed 
E SALES ne Seen See se manager of ‘te LeRo . Plow 
quirements will be given certifi- C “- Roy, N Y d H oe 
cates permitting them to make ee ee ee ee ee 
e purchases. 
- Only defense orders of A-1-j or better may Controls are also being de- 
be filled. Further manufacture of Class C veloped over the sale of retreaded 
rope banned. No sales can be nadie to mle tires and the retreading of tires. 
ing industry. No sales of more than 200 feet. 
5 a i CELLULOID CORP. 
? ee hee Sales to the mining industry MERGED, NAME CHANGED 
and to boats hired by sportsmen > ce 
Manila cordage supplies were are prohibited as are sales of On Dec. 5 the Celluloid Corp. 
further limited by an_ order | ropes longer than 200 ft. The 180 Madison Ave., New York 
amending preference rating or- | 540-ft. lengths are not supposed City, was merged with and into 
der M-36, issued Dec. 19 by | to be cut. the Celanese Corp. of America. 
OPM, and effective immediately. Further manufacture of Class The name has been changed to 
The only orders which may be | C cordage which is made of sisal Celanese Celluloid Corp. T. P. NICKELL 
LES filled by proce:sors and dealers and manila fiber in equal por- - 
ITIES are defense orders accompanied | tion is forbidden. Stocks on hand owner and manager of The Great 
by a preference rating certificate | or in process or manufacture may STEWART-WARNER States Lawn Mower Co., Shelby- 
t grow- of A-1-j or better (not including | be sold. | ADVANCES ELLIFF AND || ville, Ind., has been given a leave 
mands, a preference rating order) and With the exception of exist- MEYER of absence by the LeRoy Plow 
Elgin. orders for commercial marine | ing contracts with cordage man- _ as Co. in order that he may accept 
assign- uses, including commercial fish- | ufacturers where shipping is Stawert-Warner Corp., Chteage, a call to service by OPA. In 
and B. ing, and canneries, towage, light- | scheduled between now and April Il., directors at a a Dec. OPA Mr. Nickell will have the 
en in erage, usages for shipbuilding, | 30, 1942, manila fiber may be r a C Elia end title of senior business specialist 
ymestic and for oil and gas well drilling | imported only by the Defense eee Joseph C. ne ncn, charge of farm implements, 
> sales cables. | Supplies Corp., or the Navy. George L. Meyer. Assistant gon- tractors, and certain specialties 
nedocte ‘ : eral sales manager Elliff came to| “" ” * *P he 
5 Stewart-Warner in June, 1939. He such ao lawn mowers, dairy 
ppoint- will continue to serve a0 acsistant “Daring ‘Mr. Nickell’ absence 
f both ——e ™ general sales manager, at the f - i 1 R ; ; | a 
nancial Rationing System Pats Virtual Ban same time assuming new respon- | 70™ Sy a 
, : ‘ 4 sibilities. duties there will be carried on 
= On New Tires For Private Cars | Mr. Meyer, a Stewart-Warner | bY Clarence Scott, assistant man 
: ager. 
The basic framework for a | boards will serve largely as clear- employee since the ere eee . 
rationing of automobile tires as | ing agencies for information founded, began his career «in 
outlined by Leon Henderson, | passing between the Federal a bt Pog a INCO MAKES PROMOTIONS 
Price Administrator and Director | Government and local boards. : a : = on — 7 
of Civilian Supply includes the | Sales of new tires will be been manager of the Stewart Die M a =  M mr gee at 
following features: | limited to individuals and Casting _Company, 7 subsidiary. } oy pr ieee o~ . “ 4 “es The 
For the time being production | agencies requiring them for the In addition to such new duties ” 8 — 1 Nickel C a Wall 
of new passenger car tires will | maintenance of industrial  ef- the vice-presidency position will Sag seg 1 gee dang " 
he iment TD a re : 2 sts _, | require, Mr. Meyer will continue St., New York. They are W. J. 
, entirely eliminated | ficiency and civilian health. These | | ‘ ie Calece Hi. D. Tietz, and E. A. 
and production of new truck | will include the following broad | i" charge of the die casting Geant bs tie eee 8 
tires will be curtailed. | classes: vehicles required for the plant. Seca ; formerly - scilitaads ra 
A — quota of tires which | maintenance of public safety and Mr. nace as manager, En- 
can be sold in the United States | health; passenger transportation mn és RPS: be : , 
and its possessions will be de- | equipment, exclusive of private SHOX STOR" FENCE tse ag Reed pola 
termined on the basis of the | passenger cars; and a limited UNDER FAIR TRADE rig nial wile dle eeaies 
amount of crude rubber which | group of essential truck opera- “Shox Stok” fence controllers, wear eg L Suhl pee Ta pcre 
can be used in production of | tors. Details of this list of users | manufactured by the Guaranteed The sides of manenet enginoet- 
new tires. These monthly quotas | who will be permitted to buy | Products Co., Wellington, Ohio,|.—— _ at of we we ee e ra 
will be broken into state and | new tires will be issued shortly. | have been put under Fair Trade os esligg : le to ’ Jj bh 
country quotas primarily on the | In any event sales of new tires| laws in all states where Fair —— — tla : 
basis of commercial vehicle | to owners of private passenger | Trade laws have been enacted. H. D. Tietz, have been abo ished. 
ed in registrations in each area. | cars will be virtually prohibited | Agreements have been executed Each of the new appointees will 
ndus- State and local rationing | for the present. which became effective Jan. 1,| be assistant te the sales man- 
e can boards are being set up by| Would-be purchasers of new | 1942, establishing a base price | a8er- C. J. Bianowicz becomes 
, a Frank Bane, director of Field tires will be required to show to | both on retail selling price and | head of the Chemical Section of 
been Operations, OPA, through state | the local rationing boards that | base price from wholesaler to | Monel Sales to succeed E. A. 
defense councils. The state!|they fall within the eligible | dealer. Turner. 
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14 FEATURE 
THAT WILL 


[SELL ITSELF 


a Hand your customer 

Setfast”’ Expansive Bit. 
adjust the cutter by 
motion of the thumb, 
how a quarter turn o 
pin with @ screw driver 
against cutter, locking 
really stays locked. Just 


wide, open throat, an 
Greenlee feature, 


fast clearance of c 
considerably easie 
expansive bits. 
And that’s all ther 
customers will be quick to se 
e th - 
vantages of this Greenlee aabemation he 
and you'll have little selling to do. Why 
not send today for Catalog 33, and get 
} area information about the entire 
reenlee line of tools for the Wood- 


e is to it. 


worker, Electrician and Plumber. And 
when writing. 


mention your jobber 





GREENLEE TOOL CO. 
1801 Herbert Ave., Rockford, Ill. 


TOOLS THAT STAY Sald! 





this Greenlee 
Let him 
@ quick easy 
and show him 
£ the eccentric 
» Presses barre] 
it so that it 
mention the 
] important 
which permits free, 
hips, making boring 
r than with ordinary 


Your 
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| HARDWARE BRIEFS 





Name and Address 
IDAHO 


| Emmett, 


A. R. White Hdwe. 
INDIANA 


Pleasant Lake, 


| J. O. Matson Hdwe. 


| KANSAS 


| Wetmore, 








C. W. Zabel Hdwe. 


Paola, 

Weir Hdwe. Co. 
St. Louis, 

Clapp Hdwe. Store 
Lawton, 

Adams & Lich 
Hdwe. 


MASSACHUSETTS 
Middleboro, 
Sturgis Hdwe. 


MINNESOTA 
Mora, 
Merit Hdwe., Inc. 


Crosby, 
Pettyjohn Hdwe. 


St. Cloud, 
Powell Hdwe. 


MISSOURI 
Fair Play, 
Shoffner Hdwe. 


VUISSISSIPPI 
Meriden, 
Nunnery Hdwe. Co. 


VEW MEXICO 
Silver. City, 
W. S. Cox, Inc. 
NEW YORK 
Lynbrook, L. L., 


Talfor Hdwe. and 
Bicycle Store 


OHIO 
Westerville, 


Wilkin & Sons Hdwe. 


Fremont, 
Winters Hdwe. Co. 


OKLAHOMA 
Salina, 
Childress & Son 


Oologah 
OREGON 


North Bend, 
Davis Hdwe. 


Owner or 


Feature Manager 


Slightly damaged by fire. 


Purchased by Williamson & 
Co., Angola, Ind. Stock moved 
to Angola. 


Has been redecorated. 


Discontinuing business. 


Has discontinued its business. 
Gifford S. Adams has pur- 
chased the Lick interests in 
the business. 


Moved to a new location on 
Center St. New line of hard- 
ware and plumbing fixtures 
has been stocked. 


New business incorporated 
by Arthur S. Mvyhre, Archie 
C. Phelps and Theodore Nel- 
son, all of Duluth. 


In new location in the Pitt 
Bldg. 


Recently held formal open- 
ing of its new store at 513- 
515 St. Germain. 


Earl Shoffner has purchased 
the interests of his sister, 
Mrs. Mildred Thompson, and 
of Mrs. F. M. Shoffner in the 
buciness and is now in charge 
of business. 


New business opened by 
George W. Nunnery. 


Withdrawing from the fur 
niture and hardware business. 


Edward A. 
Talfor 


Discontinuing its business. 


Ray Wilkin has sold a half 
interest in the business to 
Hall C. Smith. 


Weldon B. Berlincourt, secre- 
tary-treasurer, has sold his 
interest in the firm to George 
Winters and the latter’s son, 
Dick Winters. 


Has installed a new fluores- 
cent lighting system. 
Tom Bea has remodeled and 


enlarged his store and in- 
creased merchandise stocks. 


Purchased by E. B. Edwards. 


HARDWARE AGE 
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Owner or 


Name.and Address Feature Manager 
PENNSYLVANIA 
Summerville, A new. business carrying 
Champion & Huber hardware, electrical, heating 

Hdwe. Co. and plumbing supplies lines. 
WASHINGTON . 
Republic, Purchased by Ben Prince 


Tompkins Hdwe. 


WISCONSIN 

Little Chute, Purchased 
Verstegen Hdwe. Look 
WYOMING 

Lusk, Opened a 


Midwest Hdwe. Co. partment. 





PD-73 FORM ON STEEL 
PLATES MUST BE FILED 

DESPITE ALLOCATION 

Allocation of steel plates does 
not relieve consumers of the 


necessity of filing PD-73 forms 


with supplies and with the Office 
of Production Management, the 
Division of Priorities announced. 





WESTINGHOUSE REVISES 
PHOTOLAMP SALES PLANS 


Extensive revisions of West- 
inghouse photolamp sales plans, 
including the organization of a 
photolamp sales department, 
changes in sales contracts to 
give dealers and retailers greater 
discounts, and an enlarged ad- 
vertising campaign, have just 
been announced by B. H. Sul- 
livan, general sales manager, 
lamp division, Westinghouse 
Electric & Mfg. Co., Bloomfield, 
N. J. J. J. Doyle, who has been 
with the company in sales work 
since 1926, will head the photo- 
lamp sales department. 

Westinghouse formerly  sup- 
plied photolamps under three 
different contracts: one _ for 
wholesalers, one for dealers, and 
another for retailers. The re- 
tailer contract has been elim- 
inated under the new setup and 
the scope of the dealer contract 
enlarged. Many retailers, how- 
ever, heretofore operating under 
a retailer contract, will now be 
able to obtain Westinghouse 
photolamps under a dealer con- 
tract, with a more generous dis- 
count. The discount allowed 
dealers for resale without a con- 
tract has also been increased. 

Consumers such as_ profes- 
sional photographers and others 
likewise benefit from the new 
plan. Consumers purchasing un- 
der contract may now buy 
smaller quantities than ever be- 
fore and still obtain discounts. 
On purchases of all photolamps, 
from the low minimum quantity 
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by George F. 


new furniture de 


up, the discounts have been en- 
larged. 

Consumers buying without 
contract obtain the same dis- 
counts as before, but discounts 
now apply to smaller quantities. 
The net price, however, for the 
“Speed Midget,” No. 5 and No. 
11 photoflash lamps in carton 
quantities is established at Ile. 
per bulb. 


SIMPLIFIED PRACTICE 


FOR ASPHALT-PREPARED 
ROOFING AND SIDING 


A proposed Simplified Prac- | 


tice Recommendation for asphalt- 


prepared roofing and siding has | 
ust been submitted to all in- | 


ferests for approval or comment, 
according to an announcement 
f the Division of Simplified 
Practice, National Bureau of 
Standards. 

It was developed in coopera- 
tion with the industry following 
i recent survey of production, 
which showed that in the region 
vast of the Rocky Mountains, to 
vhich the recommendation ap- 
slies, over 300 varieties of asphalt 
‘oofing and siding were currently 
‘eing preduced. The simplified 
;chedule now proposed would 
‘concentrate production for stock 
mn only 46 varieties of strip 
hingles, 22 individual shingles, 
30 varieties of siding, 25 min- 
‘ral-surfaced roll roofings, six 
mooth-surfaced roll roofings, and 
‘our saturated felts for built-up 
‘oofing—a total of 133 items. 

It is believed that this pro- 
nosed 56 per cent reduction in 
the varieties to be manufactured 
for stock will make it pos- 
sible for the industry to increase 


production with present plant | 


facilities. 

Mimeographed copies of the 
proposed recommendation may 
be obtained from the Division of 
Simplified Practice, National 
Bureau of Standards, Washing- 
ton, D. C. 


Production Managers 


i Those men who supervise the 
er manufacture of powered ma- 

SSIS SC chines and appili- 
ances, appreciate 
the construction and perform- 
ance of Briggs & Stratton Motors. 




















Production managers—men 
who know good machinery 
and how to make it—under- 
stand and appreciate the fine 
workmanship, quality mate- 
rials, skilled designing and high 
standards of construction so evident 
in Briggs & Stratton motors. 


They know how well it pays their com- 
panies to power with Briggs & Stratton 
motors and add their stamp of a 

proval to these compact, de dabh, 
air-cooled gasoline motors that make 


their equipment perform best—always. 


BRIGGS & STRATTON CORP. 
Milwaukee, Wisconsin, U.S. A 
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Extension of Preference Orders 
Of Less Than $500 Simplified 


(Washington Bureau |required for said contract, and 
as a | (c) that the specified Delivery 

The extension of preference | Date in the installment Delivery 
ratings on orders of less than | Schedule on the face of this 
$500 need not be routed through | certificate (or appended hereto) 
Army and Navy contracting| are not earlier than actually 


officers, according to an OPM | necessary for completion on time 





order issued Dec. 18. Manu-| 
facturers who purchase material | 
to be incorporated in the finished 
product to which the rating has | 
been extended may certify on| 
his purchase order the rating | 
applicable, the name of the issu- | 
ing bureau, the number of the | 
prime contract, and the serial | 
number of the certificate being | 
extended and will type on the 
purchase order: 

“I hereby certify (a) that the 





material specified in this Cer- | 
tificate is essential for the com- | 
pletion of the contract cited | 
herein, (b) that the specified | 


quantities are not greater than | 


ROWNTREE CO. NOW 
GODFREY RUEGER CO. 


The John T. Rowntree Co., 441 
S. San Pedro Ave., Los Angeles, 
Calif., one of the oldest sales 
organizations on the West Coast, | 
has changed its name to the! 
Godfrey Rueger Co. The change | 
is one of name only since Mr. | 
Rueger, who entered the company | 
in 1921, has been manager since | 
that time and, from 1930, when 
Mr. Rowntree died, owner of the 
business as well. The company 
operates offices in Los Angeles, 
San Francisco, Portland, Seattle, 
Salt Lake City, Denver and | 
Honolulu. 


AWARDS MADE AT PRATT 
& LAMBERT XMAS PARTY 


Pratt & Lambert employees 
and executives of the Buffalo, 
N. Y., factory met Wednesday 
afternoon, December 24, for their 
annual Christmas party. The 
party was held in the adminis- 
tration building, 75 Tonawanda 
Street, Buffalo, headquarters of 
the company. After the singing 
of Christmas carols, Harold E. 
Webster, president, in a_ brief 
address, spoke on conditions that 
particularly affect the paint and | 
varnish industry. He also thank- 
ed the employees for their loyalty 
and cooperation in this period 
of emergency. 

Watches, awards for 20 years’ 
service with the company, were 
presented by Mr. Webster to 
the following employees of the 
Buffalo plant: Guilford “Dean, 
Ferdinand Miller, George Nick- | 


erson, George E. Wink, and J.\ 
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of said contract.” 

This endorsement on the pur- 
chase order must be signed by 
the manufacturer who shall dis- 
tribute copies to the supplier, 
the supply arm or bureau of the 
Army and Navy initiating the 
prime contract, and to the Direc- 
tor of Priorities, Washington. 

Orders less than $500, amount 
to approximately 60 per cent of 
the total number of extension 
handled in the field by the Army 
and Navy contracting officers, 
although amounting to only 
about two per cent of the total 
dollar value covered by all cer- 
tificates. 


Allan Schoelles. Cuff _ links, 
awards for 10 years’ service, were 
presented to: Robert Felton, Jr., 
Frederick P. Heltman, J. Alfred 
Reimers, and Allen H. Wolf. 

The closing feature of the 
party was the distribution of tur- 
keys to all employees, following 
a long-established custom. Pratt 
& Lambert employees, at similar 
gatherings, in Fort Erie, On- 
tario, New York, and Chicago, 
also received turkeys. 


| manufactured 


ROOFING TERNES 
SIMPLIFIED PRACTICE 


A revision of the 
dation on roofing ternes has been 
approved by the industry, and is 
effective from January 1, 1942. 
The revised recommendation will 
be identified as Simplified Prac- 
tice Recommendation R30-42. 

The original recommendation, 
which became effective in 1925, 
e:tablished 
coating for roofing ternes, rang- 


seven weights of 


| ing from 8 to 40 lbs.; and pro- 


vided that no roofing terne be 
lighter than the 
IC gage. A revision of the origi- 


| nal program was promulgated in 





1928, and from that time until 
the second revision, in 1937, the 
schedule was reaffirmed without 
change five times. The 1937 edi- 
tion added a packaging sched- 
method of marking 
roofing terne, but retained the 


ule and a 


original weights of coating. 

In the four 
weights of coating are eliminated 

15, 25, 30, and 32 Ibs. per 
double base box. This leaves the 
8-, 20-, and 40-lb. coatings as the 
simplified list. The standard 
coating weights are to be em- 


current revision, 


bossed on each 14 by 20-in. and 
20 by 28-in. sheet. 

Until printed copies are avail- 
able, free. mimeographed copies 
of this simplified practice recom- 
mendation may be obtained from 
the Division of Simplified Prac- 
tice, National Bureau of Stand- 
ards, Washington, D. C. 


recommen- | 





HARDWARE BOOSTERS 
ENJOY CHRISTMAS PARTY 


The annual Christmas Party 
of the Hardware Boosters at 
tracted more than 70 at the 
George Washington Hotel, New 
York City, Wednesday evening. 
Dec. 17, and included the cus 
tomary distribution of bags of 
novelties, hardware items and 
souvenirs. Those attending wer« 
welcomed by President A. M 
Glueck, manufacturers’ agent. An 
accordion player furnished music 
for group singing and the enter- 
tainment feature was a demon 
stration of of the sound 
effects used in the show “Hellz 
apoppin’” by Jimmie Smith of 
that production. 

Lead by John Hires, The Luf- 
kin Rule Co., vice-president of 
the Boosters, the affair was con- 
ducted by the entertainment 
committee. Other members of the 
committee are: T. J. Crofton, H. 
B. Sherman Mfg. Co. and E. W. 
Law, Abrasive Products, Inc. 


some 


Cc. H. JEMISON HEADS 
ANNISTON HDWE. CO. 


At a meeting of the board of 
directors of the Anniston Hdwe. 
Co., wholesale hardware firm of 
Anniston, Ala., C. H. 
was elected president and trea- 
surer to succeed the late H. 
M. Sproull. J. C. Sproull was 
reelected vice-president and H. 
M. Sproull, Jr., was elected a 
J. C. Weatherly 


was reelected secretary. 


Jemison 


vice-president. 


Gibson Distributor Convention 





More than 175 representatives of the entire distributing organization of the Gibson 
Electric Refrigerator Corp., Greenville, Mich., attended the recent sales convention which 
replaced the four regional distributors’ meetings held the two years previous. 
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Master Rale Promotes Reduction Of Line 


Effective January 1. 1942, the 
Master Rule Manufacturing Com- 
pany, 915 E. 136 St., New York 
City, producer of wood and steel 
tape rules, urges dealers to con- 
fine sales efforts to approximately 
one-third of its complete lire. 
Under this “Master Standardiza- 
tion Plan,” small dealers are 
urged to carry but four items, 
medium-sized stores six, and large 
stores, specializing in mechanic’s 
tools, twelve, as opposed to the 
company’s entire line of more 
than thirty items. 

Object of the plan is to aid 
National Defense by conserving 
strategic metals, and to forestall 
more severe Government-enforced 





KENTUCKY TRUCK 
BOTTLENECK MAY 
BE LIFTED 


The Kentucky bottleneck to 
truck transportation, in the form 
of the present 18,000-lb. gross 
truck and load limit, and 30-ft. 
length, will most likely be dis- 
solved on designated highways 
in Kentucky, at the forthcoming 
session of the Kentucky Legis- 
lature, or General Assembly, 
which will hold its bi-annual 
session in January. 

J. Lyter Donaldson, Commis- 
sioner of Highways, has gone 
before the Legislative Council, 
named by Gov. Keen Johnson, 
for advance legislative work, 
with a proposal that gross load 
limits of semi-trailer trucks and 
cargoes be increased from 18,- 
000 to 28,000 lb., and truck 
lengths from 30 to 33 ft. 

Trucking companies are un- 
able to move their large trucks 
past Kentucky border cities, and 
have to break loads and move 
them on smaller trucks. There 
have been numerous arrests and 
fines for violating the truck 
laws, but companies cannot op- 
erate successfully or profitably 
with present regulations, which 
were written into the present 
law through the legislative ac- 
tivities of the railroads, to block 
the trucking companies. 

Indications are that the next 
legislature will allow the in- 
creases, despite the efforts that 
can be expected from the rail- 
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standardization. However, accord- 
ing to R. C. Nicholson, spokes- 
man for the company, a prelim- 
inary test of the plan proves that 
it will have no adverse effect on 
total profits derived by dealers 
handling the company’s products. 
On the contrary, the company 
believes that it will eliminate the 
waste and loss to small dealers 
involved in taking on slow-mov- 
ing specials. The twelve items 
included in the plan are those 
most universally purchased in all 
sections of the country, as re- 


vealed by an extensive survey of | 


New - Different 


Vitamin Cartridge 
— on Sight 


Outmodes 
all Other Lawn 
Vitamizing Methods 


Fits any Standard Garden Hose 










sales records covering a period of | 


many months. 


roads to block the increases, as 


| Gov. Johnson and the adminis- 


tration is favorable to increases 
for the duration of the national 
emergency. Special permits have 
been granted on defense freight 
movements, but so many items 
are defense today, that it is hard 
to separate them. 


BEHR-MANNING CORP. 
BUILDS AGAIN 


During recent weeks, 
Manning Corp., Troy, New York. 


| have completed a further exten- 


sion to its coated abrasive plant 
at the extreme north end of its 
original property. This extension 
is a one-story, monitor-type build- 
ing almost identical in design 
with a similar building completed 
about two years ago. It is ap- 
proximately 135 ft. by 400 ft. and 
adds 54,000 sq. ft. to the manu- 
facturing area. About one-half 
of this area will be devoted to a 
new coating unit and drying 
rooms embracing all modern tech- 
niques and developments for the 
making of industrial coated abra- 
sives. The remainder of the 
building will supply storage for 
much of the materials required 
in the operation of the new unit. 
This structure, in connection with 
a new 100-ft. (five bay) four- 
story concrete addition to one of 
the main factory building finished 
last spring, has contributed great- 
ly to the handling of the rapid 
expansion of Behr-Manning busi- 
ness over the past year. 


New extension to 
Behr - Manning's 
coated Abrasive 
plant. 


Behr- | 


No Fuss—No Mess—No Bother 
Needs No Special Hose Nozzle 


No Attachments to Buy 


VITAMIST 


THE NEW VITAMIN CARTRIDGE 


Vitamizes as You Sprinkle 


EASY TO USE: Simply remove the nozzle, drop 
the VITAMIST Cartridge into the hose, replace the 
nozzle and Sprinkle. Works equally well with hose 
or sprinkler. One Cartridge vitamizes 1,500 square 
feet. Applied once a week, keeps lawn and garden 
luxuriantly beautiful. 


An All Summer Seller — A Sure Fire Repeater 
A Big Extra Profit Maker 


Attractive Counter 
Display Will Sell 
VITAMIST 


FREE with 6 Packages 


A nationwide demand for 
VITAMIST has already 
been created by national 
advertising in Better 
Homes & Gardens, House 
Beautiful, House & Gar- 
den, American Home, 
Popular Mechanics, and 
other leading magazines 
and Metropolitan Sunday 
newspapers. VITAMIST 
will again be extensively 
advertised next spring 
and summer and will 
make thousands of new 
customers. 


TIE UP to this VITA- 
MIST campaign and 
CASH IN on the Extra 
PROFITS this summer. 


YOU may obtain VITAMIST from HIBBARD, 
SPENCER, BARTLETT & CO., Chicago, and other 
Hardware Jobbers. If your jobber cannot supply you, write 
us for details, FREE sample and Liberal Trade Discount. 


BURGESS SEED & PLANT CO. 
| WHOLESALE VA GALESBURG, MICHIGAN 


| 


FoR LUXURIANT 
‘Lawns ~ Gardens 


_ THIS WHEW 
e £ASY WAY 


aAMIze 
wines SPRINKLE 


a 
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NAIL HOLDING HAMMERS 


























Sell More Hammers 
he ee 


The Cheney nail holding hammers 


are double featured, first, they are 
the only hammer with a real, work- 
able, practical nail holding device 
the 


hammers on the market with every 


and second, they are finest 


feature a good hammer 
Stock the 


complete line of Cheney 


must have. 


nail holding hammers 


and do your biggest ham- 


mer business this year. 


This is the latest Cheney Sales 
Vaker 
Shippe 7 | 
Chenes 


a Cheney 


di splay -demonstrator 
half 


Be sure and get 


with a -dozsen 
Naile rs 
Sates Maker working 


itwillsellalot 


lor sou 


wteyour store 


of hammers 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office :302 Broadway, NewYork 











MORE THAN 700 ATTEND 
N. Y. PAINT CLUB PARTY 


More than 700 members and 
guests attended the seventh an- 
nual Christmas party of the New 
York Paint, Varnish & Lacquer 
Association, held Thursday eve- 
ning, Dec. 18, in the Grand 
Ballroom of the Hotel Biltmore, 
New York City. Following a 
cocktail hour a turkey dinner 
was served. Greetings were ex- 
tended by Leo Roon, Roxalin 
Flexible Lacquer Co., Inc., presi- 
dent of the club. Other officers 
are C. F. Beatty, Socony Paint 
Products Co., Inc., vice-presi- 
dent; H. E. Hendrickson, S. 
Winterbourne & treasurer 
and Louis Gillespie, Gillespie- 
Rogers-Pyatt Co., Inc. 

An excellent bill of profes- 
sional entertainment was 
sented, including dancing, sing- 
ing and juggling artists. 
tainment was in charge of the 
program - entertainment commit- 
tee of which Page N. Hamilton, 
The Harshaw Chemical Co. of 
New York, Inc., is chairman. 
Other members of the committee 
are: A. G. Frankenhoff, The 
Dicalite Co.; Harold M. Johnson, 
Nuodex Products Co., Ine.; 
George A. Melven, Gillespie- 


Co., 


HARDWARE TRADE ASSN. 
ELECTS OFFICERS 


The annual meeting and Christ- 
mas party of the Hardware Trade 
Association of New York, at the 
Railroad Machinery Club, 30 
Church St., New York City, fea- 
tured an exchange of gifts, each 
person attending donating one 
item. Roy C. Schmidt, Stanley 
Tools, who again acted as Santa 
Claus was unanimously elected 
to that duty for three years with 
the provision that he wear the 
accepted Santa costume at each 
of the next three annual Christ- 
mas gatherings. 

Fred A. Scholl, Long Island 
Hardware Co., was elected presi- 
dent, succeeding M. C. Harriman, 
American Stcel & Wire Co. Vice- 


OFFICERS and some of the members of the 


governors of the Hardware Trade Association of New York, 


left to right: Arthur Vincent; M. L. La 


Popp; Fred Scholl, president; 


surer; C. D. Merritt, vice president; E. T 


president and W. E. Hansen. 


pre- 


Enter- | 


| Rogers-Pyatt Co., Inc., and R. E. 
Tigner, C. E. Hoover. 

The evening concluded with 
| distribution of a number of very 
fine gifts including radio sets, 
etc. 





| 
| 


ST. LOUIS ASSN. ELECTS 


At the recent meeting of the 
| Hardware Salesmen’s Association 
| of St. Louis, Inc., the following 
officers were elected for 1942: 
President, R. P. Benjamin, Na- 
tional Lead Co.; first vice-presi- 
dent, E. B. Kerr, Belknap Hdwe. 
& Mfg. Co.; second vice-presi- 
dent, S. R. Cole, Shapleigh Hdwe. 
Co.; secretary, W. B. Snyder, 
Wheeling Corrugating Co.; trea- 
surer, W. E. Rennick, Witte 
Hdwe Co., and sergeant-at-arms, 
W. E. Thein, Nurre Co., Inc. 








L. R. WULF CO MOVES 
TO MINNEAPOLIS 


L. R. Wulf Co., manufacturers 
| representative in the china, glass, 
and housewares field, has moved 
to new and larger display quar- 
| ters at 507-10 Masonic Temple 
Bldg., Minneapolis, Minn. Mr. 
Wulf was formerly located in St. 
| Paul, Minn. 








presidents are: M. L. Langel, 
Osborn Mfg. Co.; E. T. B. Pen- 
|}man, Neal & Brinker Co., and 
|C. D. Merritt, Reed Mfg. Co. 
E. S. Norvell, E. C. Atkins & 
Co., continues as secretary-trea- 
surer. Mr. Harriman became 
chairman of the board and R. E. 
| Doti, Igoe Bros., is chairman of 
'the executive committee. Mem- 
bers of the board of governors 
are: W. E. Hansen, Hansen & 
Yorke Co., Inc.; Arthur Vincent, 
Morse Twist Drill & Machine 
Co.; W. W. Edwards, Federal 
| Hardware Co.; Cal Popp, To- 
\ledo Pipe Threading Machine 
Co.; John Davey, Russell, Burd- 
sall & Ward Bolt & Nut Co., and 
H. L. Gilliam, The Wood Shovel 
& Tool Co. 
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JUDGES DETERMINING THE WINNERS in the $5,000.00 
Warm Morning Coal Heater sales contest. Left to right: W. 
J. Krebs, president of the Potts-Turnbull Co., Earl A. Riley, 
sales manager of the Locke Stove Co, and Murrel Crump, 
advertising manager of the Locke Stove Co. 


Hardware Dealers Score In 
$5000 “Warm Morning’”’ Contest 


Hardware dealers won their 


full share of prizes in the $5,-| 


000 prize sales contest conducted 


1 


of $500 with the sale of 58 
stoves. 
The contest was nationwide 


by the Locke Stove Co., Kansas | with entries from 27 states. The 


City, Mo. 

In addition to the $5,000 in 
cash prizes, the Locke Warm 
Morning Stove Company, Kansas 
City, Mo., gave 100 Certificates 
of Award for outstanding sales- 
manship to other contestants 
throughout the United States. 
Among retail hardware’ mer- 
chants who shared in cash 
awards were 
Inc., Bardwell, Ky.; 
ringer Hardware & Building Sup- 
ply, Robbinsville, N. C.; Bilbrey 
Bros. Hdwe. Co., Crossville, 
Tenn.; R. S. Scott & Sons, Frank- 
fort, Ky., and N. G. Cartwright, 
Osceola, Ark. 

In Class A, counties under 10,- | 
000 population, the Carlisle 
Hdwe. Co. won the first prize 


Co., Car- 


W. H. RICHARDSON & CO. 
CHANGES OWNERSHIP 


Announcement has been made 
that W. H. Richardson & Co., | 
wholesale hardware firm of Aus- 
tin, Tex., has been purchased by | 
M. W. Laird and J. C. Pollard | 
of Kilgore, Tex. The Richard- | 
son company was founded by W. | 
H. Richardson, Sr., in 1892. His | 
son, W. H. Richardson, has been | 
operating the firm since his} 
father’s death. 

Mr. Pollard has announced the 


Carlisle Hardware | 


| 


| 
| 


contest ran from May | to No- 
vember 30. Prizes were awarded 
on the basis of percentage of 
heaters sold, compared to the 
population of the county in which 
the dealer was located. The suc- 
cess of the contest and the sales 
ability of the contestants is at- 
tested by the fact that during the 
seven months the contest was 
under way, approximately 40,000 
“Warm Morning” heaters were 
sold! 

The judges of the contest were 
W. J. Krebs, president of the 


| Potts-Turnbull Co., Earl A. Riley, 


| will retain his 


sales manager of the Locke Stove 
Company, and Murrel Crump, 
advertising manager of the Locke 


| Stove Company, all of Kansas 
' City. 


Jacksonville, Tex., where he was 
connected with the Cherokee Co., 
later moving to Kilgore as man- 
ager for the same company. He 
interest in the 
Cherokee company for the pres- 
ent. 


150 AT KEYSTONERS 
CHRISTMAS PARTY 


The Christmas party given by 


| the Keystoners on Dec. 20 at the 


Manufacturers & Bankers Club 


firm will be operated and the| in Philadelphia, was a big suc- 
name of W. H. Richardson & Co.| cess drawing over 150 guests and 


Mr. Pol-| 


retained as heretofore. 


members. Buyers and salesman 


lard is well known in hardware | from the hardware, mill supply 
circles, having been in the hard-| and industrial trades were on 
ware business for several years at | hand for the merriment. 
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BECAUSE ... 


Mid-States men are more 

than mere ‘“order-takers’”’ 
—they are actually SER- 
VICE men—whose month- 
in and month-out job is to 
HELP our dealers, as well 
as take care of their needs. 


And today, more than ever be- 
fore, their contacts with our 
customers serve as service calls 
‘— because in these days of 
limited supplies of materials, 
it is a part of our job to be of 
utmost help to our customers 
by doing everything possible 
to spread the available pro- 
duction as widely, as fairly 
and as equitably as possible. 


ONLY by having our “Con- 
tact-Service-Field Men” on 
the job can we be doing our 
best NOW—and, at the same 
time, be “‘building our fences”’ 
for those future days when 
SALES will again be the chief 
concern of American Industry. 


MID-STATES STEEL 
CRAWFORDSVILLE, 
INDIANA wn 








THE MID-STATES 
TIME PAYMENT PLAN... 


— a service that only Mid-States 
dealers can Offer to farmers, is being 
consistently advertised each month 
to 3,300,000 farm paper readers. 















& WIRE CO. 


HARDWARE COMPANY 







“TRADE MARK 
REGISTERED” 


ene 


ee EY Sid 


The moment you show a customer roller skates trade 
marked “Union Hardware” you're already a long way 
toward a sale! This name “registers” immediately—estab- 
lishes confidence by dispelling all doubt about quality. This 
is so, first, because satisfied users—several generations of 
them—have been quick to pass the word along that “Union 
Hardware” is the buy for maximum skating enjoyment and 
long-service life. And secondly, skaters readily see value in 
these popular priced skates—measure it in terms of sturdy 
yet flexible construction, free-running double ball bearing 
wheels, easy extension and clamp adjustments, oscillating 
trucks that permit shorter turns, top grain leather straps 
that can’t pull out. 


Make plans now to stock or re-stock an adequate supply of 
Union Hardware Roller Skates in anticipation of the sea- 
son. Patterns, for both rink and sidewalk use, are available 
in a full range of sizes to meet all requirements. Catalog, 
describing the line, yours on request. 


BmEWVEE ew 
HARDWARE COMPANY 


TORRINGTON, CONN. 


NEW YORK OFFICE IS' CHAMBERS ST 





WOOSTER BRUSH GIVES 
DEFENSE BONDS 
TO EMPLOYEES 


ter Brush Co., 








WALT R. FOSS 


| each of its employees. 
was accompanied by a letter 
signed by all officials of the 
| company, expressing apprecia- 


tion for the loyalty and coopera- | 


tion of the employees, it was an- 
nounced by Walt R. Foss, presi- 
|dent and general manager. 


RETIRES AFTER 50 YEARS 


| WITH C.M. McCLUNG & CO. | 


Miss Nora Keener, 


goods buyer of C. M. McClung | 


& Co., Knoxville, Tenn., retired 
|on November 1, after 50 years’ 
| association with the company. 

“Miss Nora”, as she is known to 
| all the office and house person- 

nel and sales force of C. M. Mc- 

Clung & Co., and a very wide 
| circle of friends and admirers 
|}among factory representatives 
| and customers, is the sister of 

the late Bruce Keener, formerly 

president of C. M. McClung & 

Co., and is the aunt of Bruce 
| Keener, Jr., vice-president and 

secretary of the company. 

In 1891 Miss Nora came to 

C. M. McClung & Co. Her first 
| duties were to assist Bruce 

Keener, Sr., and W. P. Smith in 
| the purchasing department. Dur- 
| ing her earlier years with 


(Washington Bureau 
of HARDWARE AGE) 


Preparatory to fixing prices 
OPA on Dec. 19 asked manu- 
facturers of china, glass, lamp- 
shades, 





clocks, watches, 





A $25.00 defense bond was 
the Christmas gift of The Woos- 
Wooster, Ohio, to 


The bond : 


special | 





company Miss Keener prepared 
| herself for the work which she 
|has done so ably for the past 
| twenty-five years or more. When 
David Baker, Sr., took over the 
full time duties of sales manager. 
| Miss Keener assumed charge of 
the special order department and 
she managed it from then on to 
the date of her retirement. 

As a token of the regard in 
which she was held by all, the 
young ladies in the C. M. Mc- 
Clung & Co. office presented her 
with a beautiful fountain pen 
and the salesmen and office men 
gave her a trip to Florida. 

Miss Keener has also been 
| elected a member of the Harp- 
| WARE AGe Fifty-Year Club. 





| CHICAGO HDWE. DEALER 
NAMED TO RETAILERS’ 
ADVISORY COMMITTEE 


Wallace J. Stebbins of the 
Stebbins Hardware Company, 
| Chicago, I!l., an outstanding mem- 
ber for many years of The 
' Chicago Retail Hardware Asso- 
| ciation, has been named a mem- 
| ber of the Retailers Advisory 
Committee to succeed Horace 
Aikman of Cazenovia, N. Y., re 
signed. Mr. Stebbins will be the 
| only representative of the hard- 
| ware industry on the Committee 
| which is appointed by and works 
with Leon Henderson, director of 


OPA. 





JERSEY PAINT ASSN. 
ELECTS OFFICERS 


At the regular monthly meet- 
ing of the Hudson County Paint 
Dealers Association final plans 
for the dinner and dance of the 
association, to be held at the 
Hotel McAlpin, New York City, 
on Saturday evening, Jan. 17, 
1942, were completed. At the 
annual election of officers, Max 
Kaufman was elected president, 
Nathan Israel, vice-president, 
Louis Nadel, secretary and trea- 
surer. The following were elected 
to the board of governors: S. 
Sherman, L. Goldberg, Fred 
Goldman and S. A. Dashev. The 
new administration will begin its 
term with an installation to be 





the | held some time in February. 


Price Control Over China, Glass, 
Clocks, Watches, Silverware Under Way 


| silverware to maintain price 
| levels in effect Dec. 1. If, in 
any case a manufacturer is un- 
able to comply with the request, 
he was instructed to inform 


OPA in advance of the effective 


and | date of any price rise. 
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STRATTON & TERSTEGGE} Club held a 





Co. as the drawing card. 


Louisville, Ky., in order to stim- 
ulate the purchase of govern- 
ment bonds among its employees 
has given them a Christmas gift 
of bonds and defense stamps. 
This included also the employees | 
of the Anchor Stove and Range | 
Co., New Albany, Ind., a sub-| The Plastics Catalog Corp., 
sidiary company. All employees | }99 F. 42nd St., New York City, 
with the company one year OF | has issued the second edition of 
more received a $25.00 defense | the Plastics Catalog, containing 
bond and employees with the | more than 600 pages of docu- 
company from six months to @| mented facts, bolstered by new 
year received, $10.00 in defense! charts and informative illustra- 
stamps. All under six months} tions. The. book is divided into 
received $5.00 in defense stamps. | 19 main sections, treating every 


was a toy to 
among  Portland’s 
youngsters. 
1942 PLASTICS 
CATALOG ISSUED 





— | phase and aspect of plastic devel- | 


WM. RUMLEY, JR., JOINS | °Pment and the plastic industry 
SHEFFIELD CLARK & CO ai of today. The catalog in- 


cludes for the first 

William Rumley, Jr., has been 
appointed southeastern represen-| jn defense. The index and di- 
tative for Sheffield Clark & Co.,| rectory section includes complete 
Nashville, Tenn. alphabetical lists of all molders, 
laminators, fabricators; names 
and addresses of manufacturers; 
trade mames; personnel and 





POT AND KETTLE NEWS 


Despite blackouts the Christ- 
mas party of the San Francisco 
Pot and Kettle Club was sell out | tional institutions devoted to 
with plenty of turkey and trim-| plastics. The catalog is avail- 
mings. The party under the | able at $5.00 per copy. 
guidance of Homer Meek, Na- 
tional Enameling & Stamping 
Co., turned out to be a good old 
fashioned party for the kiddies 
under 15 years of age. 

The next lunch of the Associat- 
ed Pot and Kettle Clubs will be 
held Tuesday, Jan. 6 at the 
Palmer House, Chicago, during 
the housewares show. The Clubs 
will also have room 950 at the 
hotel. 

The Portland Pot and Kettle 





ISIDORE B. GOLDBERG 


Isidore B. Goldberg, 57, Brook- 
lyn, New York, hardware dealer 


away Dec. 19 of a heart attack. 


for the past 29 years. He is 
survived by his widow, a daugh- 
ter, and a son, Herman. 





$1,011 Electric Bulb 


HE theft of an electric bulb would mean only a 

loss of a few cents at most, but accusing a man of 
stealing or trying to steal an electric bulb cost a busi- 
ness house in Missouri $1,011. 

According to the court testimony, the local manager 
for the business house said to a man, in the presence 
of other people: “What are you doing stealing that 
electric light bulb?” 

The man sued the business house for slander. The 
jury awarded him actual damages of $461 and so- 
called punitive damages of $550. On appeal one of 
the contentions made by the business house was that 
this avard was excessive. To this the court said: “It 
is claimed that the actual damage is excessive. The 
manager, in the presence of several persons, so the 
jury could find, charged that the plaintiff was a thief. 
The manager and his witnesses denied that he made 
the charge, but the jury found that he wantonly, wil- 
fully and falsely spoke the words. In the circum- 
stances, we cannot say the actual damage is excessive.” 
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Christmas 
EMPLOYEES RECEIVE | party with sports-caster Johnny 


DEFENSE BONDS | Carpenter of the Associated Pa 
e 


The Stratton & Terstegge Co.,| admission price to the luncheon 
be distributed 
unfortunate 


time, an | 
exhaustive treatment of plastics | 


and president of the Brooklyn | 
Hardware Association, passed | 


Mr. Goldberg had been in the 
hardware business in Brooklyn | 





equipment, as well as a selected | 
bibliography and a list of educa- | 








ATTENTION! 










Nationa SCREEN Doors 

REVEAL EXTRA QUALITY 

TO YOUR CUSTOMERS 
AT A GLANCE 


NATIONAL screen doors are ‘‘earmarked’”’ 
Like all NATIONAL screen 
products, they have features which command 


quality! 


the attention of your prospective customers. 
Furthermore, their dependable performance 
under hard usage keeps the public sold— 
on both the line and the dealer who sells it! 
ASK YOUR JOBBER about the complete 


line of these value-plus screen doors, window 
screens and ventilators. A wide variety of styles. 


USE THIS 
COUPON 


NATIONAL SCREEN CO., INC. 
Suffolk, Virginia 
Please send us a copy of ‘our 1942 catalog show- 


ing the complete line of National Screen Doors, 


indow Screens and Ventilators. 


NEW YORK OFFICE: 200 Fifth Avenue Spe 
Southern Selling Agents: Aig 
PETERSON & LOWE, 22 Light St., Baltimore, a ee 








A cross-section of our greatest 


city and its reactions to the 


threat of bombs and blackouts 


New York in War Time 


i Japanese attack 


on Pearl Harbor on Dec. 7 has 
changed many plans—ours among 
thousands of others. 

I had been gathering data on 
national expenditures as a_ basis 
for an article on national economy. 
The figures on spending are sim- 
ply terrifying. But with the United 
States at war who will read an 
article on economy ? 

* * -« 

Geo. H. Smith, Jr., of the Smith 
Mercantile Co., Santa Rosa, N. M.. 
writes asking information about 
our Federal bank system. I went 
to work gathering data on this 
subject and, as usual, asked a lot 
of people questions. | found that 
most of my friends were very ig- 
norant on the subject. I called on 
a young banker friend. who is 
usually very well informed. and 
found he had given up the man- 
agement of a branch bank here in 
New York at a large salary and 
had joined up with the Navy. As 
I dug into this subject, | found it 
would not do for an article as, in 
the space assigned to me, I couldn't 
even scratch the surface of an out- 
line of the functions of the Federal 
Reserve System. 

However, a very clear and com- 
prehensive booklet has been 
printed in Washington, D. C., by 
the National Capital Press under 
the titlk—“The Federal Reserve 
System, Its Purposes and Func- 
tions.” It was issued by the Board 
of Governors of the bank in 1939. 
It contains information that every- 
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SAUNDERS NORVELL 


one interested in finance or bank- 
ing should know. No doubt it will 
he mailed free upon request. | 
am mailing my copy to Mr. Smith. 


a a * 
‘ 


So what shall | write about? It 
is just before Christmas. A Christ- 
mas card I have received suggests 
I write about my personal contact 
with the war here in New York. 
In writing I will try to avoid the 
usual war news that we read and 
re-read in the papers and which 
we hear over and over again on 
the radio. My sympathies go out 
lo the war writers. They surely do 
the best they can in these days of 
censorship in stringing out the 
war news. If we are so short of 
paper it seems our great daily 
press should set an example in 
economy both of paper and time 
by condensing their articles. | 
don’t suppose any one ever reads 
all of any of our weighty Sunday 
papers. 








By SAUNDERS NORVELL 


But here’s the Christmas card | 
received that leads to the follow- 
ing personal and true account of 
the war—so far—in New York. 

“I don't care. 

If there’s an air raid! 

I don’t care, 

If there’s a blackout! 

I don’t care, 

If | am just with you 

| don’t care 

If you will be my air warden” 

You will admit this card shows 
a cheerful spirit. Isn’t a_ little 
humor and cheerfulness useful 
even when conditions look the 
worst? Mike Kinney wrote “when 
man learned to laugh he con- 
quered fate.” 


te * * 


Blame me or not, there’s many 
a laugh | have had at some of our 
war time happenings. 

I was taken ill on the upper 
West Side of New York. This is 
a world all of its own. Its like 
can be seen nowhere else on this 
earth. Twenty-five years ago 
Riverside Drive, West End Avenue 
and neighboring streets were the 
luxurious homes of the rich and 
fashionable. Here, on the Drive, 
Charlie Schwab built his expen- 
sive villa. There are hundreds of 
sumptuous homes. 

But today this section is mo- 
nopolized by foreigners. Splendid 
looking apartment buildings have 
become rooming houses. The 
small shops on Upper Broadway 
cater to them. They have their 
customs and ways of living that 
they have brought over from the 
old world. They speak their home 
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FASTEST! ECONOMICAL! 




















"WE FLY WITH EVERY SHIPMENT 
YOU SEND BY AIR EXPRESS!" 


Meet “Swifty” and “Thrifty”—the Air Express 
co-pilots. They always fly together, giving you 
the “double” advantage of super-speed and 
economy whenever you send a shipment this 
FASTEST way. Today, with war emergencies 
demanding utmost speed and economy, AIR 
Express is more vitally necessary than ever. 
At 3 miles a minute, Air Express wings any- 
thing from pound-packages to ton-heavy indus- | 





Now, more than ever, close cooperation 


: : ; ; between manufacturer, distributor 
trial equipment—as far as 2500 miles overnight! pucnay itis ant 
The cost? Low Arr Express rates are even more ealer is necessary. “Business as usual” is 
. Fs s ° , ee 
economical when you consider the valuable impossible under today’s conditions. 


hours, days— even weeks saved in shipping But Deming and Deming Distributors are 
time. Special pick-up and special delivery at 


pir sas ler Raid doing everything within their power to 
SOCRS EHS Wes Ree ee ied Express serve Deming Dealers. Certain types and 
vehicle limits in all cities and principal towns. ae : 

Find out about it — phone Railway Express, capacities of Deming Pumps and Water 
Ar Express Division. Systems can be shipped on shorter sched- 
ules than certain other types. 













MY ‘ tei , 
EXAMPLES OF AIR EXPRESS ECONO® Your Deming Distributor is prepared to 
. Rates by : , : 
(Minimum — Sibe. _V0the. 250 help you get quick action wherever possi- 
o. Sib. = _- 2.00 i ar 
Air Miles =a 31.04 $1.12 — ne ble. In these days of delayed deliveries, it 
200 ; 1 ; ‘ : : 
500 1.00 1.28 Hy 420 60: 10.00 is to your interest to get better acquainted 
000 1.00 1.68 4,00 8.00 20.00 
2000 («002.48 490 9.60 ae with the Deming Distributor in your area. 
1.00 , ipments : : : 
sree epestionately tow rates on heavier shipm If you don’t know his location, write us 
Proporti er 370 key 


rvice between Ov for complete details. 


THE DEMING CO. e SALEM, OHIO 


Direct Smiloe mine ve il connections to 23,000 off- 
on8 jinated air-ra ‘ 
cities. Coore 


: ExpREss to 
irli oints. Also International AIR bw ow 
oa Lior from scores of foreign coun 








‘FASTEST WAY’ MEANS AIR EXPRESS 


EXPRESS 


Division of RAILWAY EXPRESS 


DEMING PUMPS 





and Wadee Siysetre 











JANUARY 8, 1942 65 








languages and read papers which 
are printed in foreign languages. 

If a bomb were dropped on this 
large section of New York it would 
be a safe bet it would not harm 
an American because native 
Americans would not be in the 
neighborhood. It does seem cruel 
and ironic that refugees having 
been persecuted abroad, reach 
America and are now in danger of 
bombing. 

When the Japanese first struck 
our energetic mayor flew to the 
Pacific Coast on his national de- 
fense job. New York, alas, was 
left without his guiding hand. But 
defense preparations had _ been 
made and others were in charge. 


The “Phony” Alarm 


There was a “phony” raid alarm 

in fact two—and all the machin- 
ery of defense wheeled into action. 

You couldn’t hear the sirens 
and alarms were sounded by 
radio. 

People had been instructed to 
immediately leave the streets and 
seek safety in buildings. They 
didn’t leave the streets. In fact 
they rushed out into the streets. 
New Yorkers love excitement. 
They were afraid they would miss 
the show. 

In the building where I was, on 
the West Side, an elevator boy 
rang the door bell. He shouted. 
“The Germans are coming—go 
down to the seventh floor.” | 
followed orders. There were as- 
sembled my foreign neighbors— 
mostly women and children. They 
were very excited. Some were cry- 
ing. I think all the children were. 
It was a bedlam! 

Our warden talked to us giving 
instructions. It was hard to under- 
stand him because he was foreign 
and spoke with a strong accent. 
I think he was of German descent. 

Finally, | thought I would try to 
calm these excited people. I made 
a little speech—“Why be so ex- 
cited when your chances of being 
hurt by a bomb are so remote. 
Don’t you know you are in greater 
danger every day when you cross 
the street. Last year 18,000 people 
were killed in this country by auto- 
mobiles. It will take some good 
bombing to kill that many in New 


66 


York.” This speech seemed to al- 
lay their fears. It was a lesson in 
relativity. 

In a few days our good mayor 
returned and he was furious at the 
way in which the “raid” had been 
handled. While he was instructing 
in California we went “haywire” 
in New York. 

He gave us a 45-minute talk 
over the radio and it was good. He 
ordered some sirens but they could 
not overcome the natural noises of 
New York. Now I see from the 
papers the Mayor, as Defense Ad- 
ministrator, wishes to place an or- 
der for 50,000,000 gas masks. All 
the safety recommendations of the 
Mayor are good and if followed 
by the people should save many 
lives and injuries. It would be 
well for other cities to have his 


rules and regulations and see they 
were drilled home into the minds 
of our citizens. 


New York and London 


Coming up on the Riverside 
Drive bus I overhead an interest- 
ing conversation between a man 
and woman. He was comparing 
New York and London and said 
in case of a bombing attack New 
York would not suffer as much as 
London because our high modern 
buildings were constructed of steel 
and concrete. The top floors, he 
said, might be injured but the 
buildings would not collapse. In 
London the buildings were very 
old and built of brick and stone. 
They were supported by masonry 

Continued on page 84) 





Big Stock Plus Display Sells Pails 


Ge display and a large stock 
of pails of all kinds bring the 
farmers to the Sengbusch Hardware 
Store, Fort Atkinson, Wis., a store 
eatering predominantly to the farm 
trade. 

“During the course of the yea 
farmers use a number of pails and 
many things can happen to this 
equipment to damage it or spoil it 
for further use,” says F. J. Seng- 
busch. “That is why the item is such 
a good seller with us the year round. 

“We keep reminding the farmer 
of pails by maintaining a complete 


Pails are ar- 
ranged be- 
neath the 
table in a neat 
orderly man- 
ner. The dis- 
play is located 
opposite the 
wrapping 
counter, a 
heavy traffic 
spotinthe 
store. 


display on the main aisle just across 
from the wrapping counter. Pails 
are shown here the year round. 
Many a farmer buys one or more 
pails while he is awaiting for the 
salesman to wrap a purchase. Our 
employees do a fine job of ‘suggested 
selling’ on this item too and many 
extra sales result.” 

Round, square, and many othe 
types of pails are shown in this dis- 
play. Stock is kept neat and clean. 
is dusted very frequently, with all 
labels to the front. It’s a display 
that makes the farmer want to buy. 
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Get 21 Large Mouth on No. 2 
HAWAIIAN WIGGLER 


Dear Fred: “These 21 large- 
mouth bass were caught in two 
days at Reelfoot Lake. We never 
even chariged the lure—just kept 
shooting the shallow running No. 
2 Hawaiian at them. 

Last week on a trip to Gordon, 

Wis., I caught 16 great 
f northern pike on the deep 
running No. 1 Hawaiian 
Wiggler with red and 
white skirt. Curly Franks 
4 at the resort was 
amazed and liked the 
lure very much.”— 

| Peter Anghilante, 
White Horse Tavern, 

St. Louis, Mo. 


SEs 8 





















With skirt rev jereed 
for most 
action. 


No. 2 — $1.00 
Shallow Running Weedless Hawaiian 


Send for New, FREE CATALOG 


Contains scores of photographs of remarkable 
catches made this past season on Hawaiian Wigglers 
and Jitterbugs. Letters from fishermen tell in what 
lakes or streams these catches were made and many 
other interesting details. 

y new catalog also illustrates and describes 
the complete family of Hawaiian Wigglers and 
the Jitterbug, remarkable mew surface bait. 
Just fill in and mail the coupon and my new 
catalog will be sent you without cost. 












Fred Arbogast, !80! North St., Akron, Ohio 
Send catalog to 
Name 


Address 
City State___ 











(The above is one of many ads running in all outdoor magazines this winter) 


Live Jobbers 


Have 


SPOTLIGHT 


‘ PRODUCTS 


SPADES 
S( 5 FORKS 
15 £6) 2) RAKE 
POST HOLE DIGGERS 
AGRICULTURAL HAN 


PARKERSBURG, W. VA 
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AMES BALDWIN WYOMING CO. 





These Live Baits 


—_— 


Exclusive Geatures 
of “Ames” 
Solid Shank Shovels 


Tet: fror 


The S} k Ban thich adds sub- 
stantially t Jat-W at- bate Ol-ME-iaa-satenaal 
/-W0umcpa-lel t-te al-t- tata a-T-44-T0! 
Labels die 
two coiors 
D Handle shoyel equipped with the 
famous ABW Armor-D Handle 
Add to these features the quality of 
the steel and the second growth 
Northern Ash handles and you have a 
shovel that is tough! 


Ask your Jobber 


Saye 
~ AMES - 
a 


Since 


C 1774 > 


| 2) i -t-3-1 To Me bake wood in 


NORTH EASTON, MASS 








Tools and build- 
ers’ hardware are 
featured here. 
Note the way in 
which the price 
cards are shown 
upon each unit. 














\ OMEN, it is said, 


actually do 85 per cent of the 
spending in this country under 
normal conditions. Phis fact is 
full¥erecognized by &hany hard- 
ware,.dealers who ‘seek the fem- 
inine trade by displaying a wide 
variety of housewares in an at- 
tractiye fashion, and, at the same 
time, do not neglect the hardware 
lines that appeal to men. 

Fred S. Foster. proprietor of the 


Drapery hardware is on panels 
which swing into the office. 
Closet and shade items are on 
another which swings from the 
doorway top. Window glass is 
behind the dog goods display. 
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Hardware, sports 
goods, paint and 
wheel goods are 
shown in this 
limited space 
where neat ar- 
rangement on- 
sets crowding. 





| Fred S. Foster of Little Falls 
| , 0 } Hardware Co. combs his section 
Find The for ideas to use in displaying 


ling housewares lines 


and sel 


Little Falls Hardware Co.. Inc., 
Little Falls, N. J., is one of the 
dealers who follows such a policy. 
Mr. Fostér entered the retail hard- 
ware field in May, 1940, Prior to 
that time he had been associated 
with a tool manufacturer and had 
spent most of his 23 years with 
that company in representing them 
on the road as a traveling sales- 
man. 

Commenting on the desirabil- 


All merchandise is in plain 
view despite the closeness 
of fixtures. The tool island 
is next to the combination 
cash register desk, wrapping 
counter and the nail bin. 
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ity of feminine trade, Mr. Fos- 
ter says, “We cater particularly to 
women. They are better spenders 
and are not looking for discounts. 
They 
‘browse around’ the store.” 

Mr. Foster and his wife make 
evening visits to housewares de- 
partments in the nearby 
cities and towns in order to see 


are shoppers and like to 


larget 


what is selling and to get display 
They use 
a scrap book of display sugges- 
tions from Harpware Ace and 
and other sources as a guide in 


and merchandise ideas. 


planning and executing their dis- 
plays. Windows 
changed every 
sketches are prepared indicating 
the location of each piece of mer- 


usually are 


other week and 


chandise before the displays are 
actually installed. 

Newspaper and telephone di- 
rectory supple- 
mented by an unique method of 
house-to-house advertising. About 
distribute 
specially printed envelopes bear- 


advertising are 


once a month boys 


ing the store’s imprint and a 
timely message. Each of these en- 
velopes contains an assortment of 
envelope stuffers, broadsides, job- 
ber-prepared circulars and leaflets 
featuring both seasonal and year- 
‘round items. Some of these en- 
closures are always of interest to 
prospects for they describe both 





The oilcloth shop is cut off 
by other merchandise displays 
but is arranged so that the 
various patterns may be seen 
and handled by the customer. 
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A wide variety of housewares is shown here and, despite 
the narrow quarters, are interestingly arranged on glass 


shelves at various heights. 


popular and higher priced mer- 
chandise. Each of these circulars 
bears the store’s imprint. This 
method was described at length on 


page 50 of the November 13, 1941 


issue of HarpwarRe AGE. 

The store is only 50 by 13% ft. 
in size and, because of its limited 
area, every inch of available space 
is fully utilized. Display unit 
ledges are used for showing 
massed displays of related lines. 
The outstanding thing about these 
ledge displays, however, is that 
they are neat, clean and attention- 
compelling. The nail counter sup- 
ports the cash register and does 
extra duty as a wrapping table. A 


Useful Just 


HEN goods bought turn out 

to be utterly worthless, the 
buyer when sued for the purchase 
price may set up the claim of “total 
failure of consideration,” . meaning 
that he got nothing for the money. 
If the goods are worthless in part, 
he may plead “partial failure of con- 
sideration” but must show clearly 
the extent of the partial failure. 

A buyer of certain machinery was 
sued in Texas for the purchase price. 
He contended that the machinery 
was utterly worthless for the pur- 
pose for which it was sold and that 
therefore there had been a total fail- 
ure of consideration. He admitted, 
however, that he had used the ma- 
chinery part of the time. 


The ledge is also utilized. 


few display cards featuring im- 
pulse items are also shown there. 

Drapery and closet hardware 
and aceessories are shown on 
three swinging panels which fit 
into the office doorway. A panel 
attached to the window glass rack 
is used to show dog supplies. Al- 
though door chimes are not prom- 
inently displayed customers al- 
ways are reminded of the fact that 
the store handles them for they 
hear them sound whenever the 
door is opened. 

The store was designed and 
equipped by W. C. Heller & Co., 
Montpelier, Ohio, fixture manu- 
facturers. 


the Same 


“If machinery is sold for a par- 
ticular purpose,” said the Texas 
court, “and it will not perform any 
of its functions, the buyer may set 
up total failure of consideration as 
defense to the seller’s suit for the 
purchase price of the machinery; 
but if it only performs those func- 
tions badly, the remedy is to recover 
for a partial failure of consideration, 
showing clearly the extent of same. 
If the buyer makes any use of the 
machinery or goods, he may not con- 
tend that there is a total failure of 
consideration.” 

Meaning of course that the ma- 
chinery was not utterly worthless if 
the buyer got some use out of it! 
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ELECTRO-WELDED ~* 


. at each and every wire intersection! Androck Bike Baskets * 
retain their shape . . . stand-up under heavy loads and rough 
usage for years longer .. . completely satisfy your customers! 


PP snornen 
ANDROCK 


AMERICA’S FIRST—FOR OVER 30 YEARS! 


THE WASHBURN COMPANY + WORCESTER, MASS. « ROCKFORD, ILL. 


ARNESSED BY 


WIVES OF 1 TRavE wiv 
<i 





{ 
i 
i vy 
i 
nN A rich new trade wind is blowing over your head. 
if if you pull the right ripcord, it will parachute an 
HA orderbook full of SKY POWER sales right in your lap. 
1D Monitor brings you not just a windmill, but a complete 
| \ running water system, with special force pump, fully 
‘ll automatic pressure gauges and controls. Alternative 
| of 1000-gallon pneumatic tank or concrete tank in hill- 


side. Includes famous storm-safe Monitor with automatic 
wind-governing. For attractive dealer or distributor 
lineup on SKY POWER windmill and SILENT FLOW 
electric water systems, write nearest Baker branch today! 
BAKER MANUFACTURING COMPANY, Evansville, Wisconsin 


Monitor 
RUNNING WATER SYSTEMS 


—_ BAKER MFG. CO: Minneapolis, Minn.; Madison, 
Wis.; Fort Dodge, ta.; Cedar Rapids, ta.; Fredericks- 













burg, fa.; Omaha, Neb.; Kansas City, Mo.; Enid, 
Okia.; Hutchinson, Kan.; Brandon, Manitoba, Can. 
AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; San Angelo, Texas. 


Lt 
L 


. 
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Pumps Pumpjacks Windmills Well Supplies 
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AND WROUGHT STEEL 


HARDWARE 


NO.1735 * MO.1925 
Wroeght Steel Sener Door Sets Wrought Stee! Goroye Hordware 


Quality Products Manufactured Since 1899 


GRIFFIN 


Manufacturing Company 


ERIE. PENNSYLVANIA 








AGENTS 
WHEW YORK: 45 Warren St. BOSTON: 100 Purchase St. 
CHICAGO: 162 NW. Clinton St. SAN FRANCISCO: 703 Market Bt 
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BECAUSE OPM FEARS. that 
owners of stock piles of critical ma 
terials may “chew up” existing stocks, 
or falsely process materials in order to 
evade possible requisitioning, the In- 
ventory Control and Requisitions Sec 
tion of OPM has announced recently 
that no requisitioning is contemplated 
at the present. 

x * * 

THE ATTEMPT TO CONTROL 
such materials is going to operate 

forbidding 
taking title. 
Though one method seems about as 
dificult to administer as the other, it 
is expected that patriotic motives will 


through inventories, — by 


their use rather than 


prevent avoidance of the orders. 


x* * * 
VIOLATORS ARE THREAT- 
ENED with adverse publicity, the 


revocation of licenses and 
through cooperation with state and 
local authorities, and loss of govern- 
ment contracts. 

x * * 

TOTAL PRODUCTION of farm 
equipment for 1941 through September 
is estimated at $550,000,000, an in- 
crease of 30 per cent over the corre- 


permits 


sponding period in 1940. Assuming 
manufacturers will maintain the 
present levels, output for farm equip- 
ment production for the year will ex- 
ceed  $700,000,000 as compared to 
$562.000,000 and $607,000.000 in 1939, 
the previous record year. 


2s & @ 
EVIDENCE that Leon Henderson 


realizes that producer controls over 
prices are inadequate is Price Order 
No. 49 to govern the resale of steel 
through distributors. jobbers and deal- 
ers. Hardware jobbers and dealers, 
plumbers’ 


supply firms, oil field) suppliers, and 


supply houses, industrial 
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mail order houses must abide by the 
maximum ceilings in any sale of goods 
in the original package. or unbroken 
-tate. 

x * *® 


THE SALE of a few pounds of 
nails out of an open keg, or of a short 
length of pipe, or a small amount of 
wire fencing out of a broken bundle is 
exempted, but a keg, or a_ standard 
pipe length, or a whole bundle of fenc- 
ing would have to be sold urder the 
prices established by the schedule. 

x * * 


THE PRICE SCHEDULE forbids 
direct or indirect evasion in connection 
with barter, sale, delivery or transfer of 
iron or steel products alone or in con- 
junction with any other material, or by 
way of commission, service, transporta- 
tion or by way of discount, premium. 
or tying agreement. 

x * * 


PROSPECT OF A 1942 REVE- 
NUE ACT to raise $5,000,000,000 be- 
ing passed early in the new year seems 
certain, in view of the war. The bill 
will likely include a withholding tax 
to be deducted from wages and sala- 
ries of somewhere between 6 and 15 
per cent, an increase to 75 per cent in 
excess profits taxes, with graduated 
rises for smaller corporations, increased 
surtaxes on incomes in the middle 
brackets between $6000, and $35,000 a 
vear. 

x~ *«* * 

SOCIAL SECURITY PAY- 
MENTS by employees and employers 
alike face an increase to 2 per cent in 
old age and survivors benefit levies. 
Also, there is a proposal that unemploy- 
ment insurance be federalized with 
employees contributing an additional 
| per cent. If both measures are 


By L. W. MOFFETT 
Washington Representative 
of Hardware Age 


* 


passed, revenue of over $1,500,000,000 
will be realized. 


x * * 


CONTROVERSIAL PROPO- 
SALS which will probably not be 
passed are: a limitation of 6 per cent 
profit on business, elimination of the 
alternative average earnings basis for 
computation of the excess profits tax, 
mandatory joint returns for husband 
and wives, the compulsory savings plan 
based on the withholding scheme. and 
a compulsory purchasing of defense 
bonds and stamps to be based on sales. 


x * * 


ACCORDING TO 
PARTMENT OF COMMERCE, 
Christmas buying during December, 
1941, is expected to reach a total of 
$5,500,000,000 an increase of $750,000,- 
000 or 16 per cent over the December, 
1940 total, and 15 per cent over the 
bumper month of December, 1929. 


x* 


THE WAR INSURANCE 
CORP., capitalized at $100,000,000 by 
the RFC, will provide insurance against 
losses resulting from enemy attacks on 
buildings, structures and personal prop- 
erty, including goods, growing crops 
and orchards. Accounts, bills, currency, 
debts, evidences of debt, money, notes, 
securities, paintings, and other objects 
of art will not be protected. Alaska, 
Hawaii, the Philippine Islands, Puerto 
Rico and the Virgin Islands, as well as 
the continental United States are within 
the corporation’s sphere. 


x 2 


UNDER THE “LOCATION OF 
RETAIL BUSINESS ORDER” is- 
sued Nov. 12, by the British Board of 
Trade, which forbids any retail business 
to operate without a government license, 
no new business may be started unless 
it can be shown that goods or services 
which the applicant proposes to sell or 
perform are reasonably required for 
essential needs of the public in the 


THE DE- 


area concerned, 
x * * 

HOWEVER, traders who have lost 
the use of their premises through enemy 
action will be granted special treatment 
and licenses granted if the alternative 
premises are close to his old ones, 
application is made within 30 days, and 
it is proposed to carry on the same 
type of business. 
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RANGER 


4 All Steel 
GENERAL PURPOSE BARROWS 


Here are 4 styles of high grade general purpose bar- 
rows. They have extra large capacities and for use around 
the home, farm or garden they just can’t be beat. 


The barrows are designed so that the tray is level on 
top when in the wheeling position. While they are light 
in weight they are still built to Jackson specifications for 


hard use and long life. The eight-spoke fabricated 16 inch 
diameter wheels are much more practical than wheels of 
smaller size and add greatly to the ease of handling when 
loaded. 


Pneumatic tired wheels are subject to government rules 


« wiFrFees wu 


and regulations which govern their sale. 


Write for Catalog No. 42H—I Illustrated in color. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 


Established 1876. 














oy KLEENSEAL 
cINC ry CATALOG 


prepared to help you sell grease 
guns and fittings required 
during national emergency 


Machines in factories, and tractors and imple- 
ments on the farm have bearings which must be 
properly lubricated so as to keep the equipment 
running. This is no time for machines to fail—so, 
a big market is open to you. Now, more than ever 
before, dependable lubricating equipment is re- 
quired to dispense grease to bearings—and the 
Lincoln line puts you in a position to supply the 
proper lubricating equipment. 

Catalog No.7 1, just off the press, covers the great 
line of Lincoln KLEENSEAL Grease Guns and Fit- 
tings. This up-to-the-minute catalog makes it easier 
than ever for hardware dealers and implement 
dealers to sell Lincoln Standard Type “K” Grease 
Guns, High Pressure and Volume Bucket Pumps, 
Transfer Pumps, etc. This catalog also covers a full 
range of all types and sizes of grease fittings. 

Consult your nearest Lincoln jobber, or write us 
for details on this great line. 81-06 


LINCOLN ENGINEERING CO., ST. LOUIS, MO. 











-~ 


JANUARY 8, 1942 











Hi 


y 
7, 
i 


‘Soe: (h 4, 
7 aa 


i7 

{7 
Wy 
i) 


New and Improved Merchandise—Display Helps—Sales Literature— 


“Prime” Fence 
Controllers 
Model No. 480-A high line electric 


fence controller, offered by The Prime 
Vanufacturing Co... Milwaukee, Wis 


= 


‘il 


panei =e 
ohn 


; 





consin, Features of the No. 480-A are 
Underwriters’ Laboratories approval, 
alternating current delivered to fence 
line, short signal light, short meter, soil 
selection switch, and safety circuit 
breaker. Prime also offers a complete 
assortment of sales and merchandising 
helps—display material, counter cards, 
window decals, circulars, mailing cards, 
catalogs, ete. A complete kit of these 
tested merchandising helps is available 
on request. 


“Nuplastic” 


A mending plastic—adheres to any 
surface. Flexible and tough it hardens 
progressively but does not become ex- 





PACKAGE 






CONVENIENT 
SECTIONS 
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tremely hard. Also said not to crack 
at sub-zero temperatures nor flow under 
heat. Economical to use—does not dry 
out in packages. Always ready to ue 
by fingering the stick to any dry sur- 
face. Self-smoothing finish eliminates 


sandpapering. It may be shellacked, 


then painted or lacquered directly. 
Easy to prepare as a cement for gen- 


eral purposes, also as a paint. Sug-. 


gested retail selling price, 25 cents per 
package. The Nuplastic Co., 1707-11 
W. Hubbard St., Chicago, TH. 


Hot Pad Holder 


“Skotch”—Miniature rolling pin on 
diamond shape plywood back with 
dlecal decoration. Five color combina- 
tions. Packed three dozen assorted to 





carton. Retails for 10 cents and 15 
cents. Superior Festener Corp., 5224 
N. Clark St., Chicago, Il. 


“X L” Water Purifier 


For household use. Attaches to kitch- 
en faucet. Contains purifying substances 
and pure absorbent cotton to retain all 
filth and impurities. Said to purify 
every drop of water five times. Avail- 
able in six attractive colors. Made of 
“Loalin,” a plastic product. Purifier is 
three inches high, 1% in. in diameter. 
Packed in | doz. and 3 doz. display 
containers. American Excel-Distill Filter 
Corp., 463-467 Broadway, New York 
City. 





“Usalite Camp Lite” 


Has adjustable illuminated mirror to 
reflect light at any angle. Mirror when 
partially opened diffuses downward 
beam. Maker states it is adjustable to 





powerful long-range prefocused  spot- 
light. When fully opened, mirror-cover 
becomes illuminated shaving and toilet 
accessory. Retails at $1.75 complete 
with two, 10-cent “Usalite” No. 75 bat- 
teries. Case is khaki finished. Pre- 
focused Mazda lamp, special reflector. 
shatter-proof plastic lens, metal belt clip 
and folding loop hanger. Display pack- 
age, No. 175 consists of six lights, in- 
dividually boxed; free counter display 
to hold one light and 48 batteries in 
modern twin dispensers. Retail value 
of display unit, $14.10; dealer’s net cost, 
$8.88. United States Electric Mfg. Corp.. 
222 W. 14th St., New York City. 





One-Coat Flat Paint 


“Devopake,” maker states, provides 
the hiding, flat finish and economy of 
water-type paints plus the washing, 
wearing, and leveling and spreading 
qualities of oil paints. Requires 1'% 
pints turpentine or mineral spirits thin- 
ner; spreads 650 to 750 square ft. per 
gallon, one coat; dries dust free in a 
few hours. Devoe & Raynolds Co., Inc.. 
Mth St. & First Ave.. New York City. 
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Burgess Theft-Proof 
Battery Vendor 


Cells are displayed under glass in 
this all-metal vendor. Arranged in 
three rows, the cells are released by 





push-buttons at the base of the glass, 
which automatically release one cell 
and ring a_ bell, which is audible, 
maker states, over the entire store. A 
bulb rack sufficient to carry a normal 
stock is also provided so as to be out 
of reach. Handy bulb and _ battery 
tester is on top of display. Burgess 
Battery Co., Freeport, Ml. 


Blackout Paint 


A blackout paint for use in darken- 
ing windows and skylights of industrial 
and commercial properties has been 
announced by American-Marietta Co., 
13. East Ohio Street, Chicago. The 
paint is being marketed in paste form, 
and, when cut 50 per cent with water, 
can be sprayed or brushed on windows 
to prevent all passage of light. Cover- 
age is 800 sq. ft. to the gallon and it 
dries within 40 minutes, providing a 
flat surface that will not flash back or 
glare when hit by artificial light used 
within the room, maker states. In_in- 
terior applications, a single coat may 
be covered with a white paint where 
large glass surfaces make the higher 
reflection properties of a white surface 
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Window Trims—New Packages—New Colors—Catalogs 





necessary. Removal of the product, in it are three new plastic items; the 
termed “Valdura Black-Out,” is made “Garden Club” plastic hose nozzle; the 
without damage to the glass. It is be- “Mistic” flat spray, and the multi-grip 
ing packed in l-and 5-gallon containers. coupling with plastic nut. Also new 


is a cast brass modern garden spray 
with a shut-off which permits shutting 
off the flow of water completely or to 


Lawn Sprinkler Catalog 


W. D. Allen Mfg. Co., 566-570 W. reduce the force of the water when 
Lake St., Chicago, IIL, has issued its sprinkling tender plants, newly seeded 
1942 Lawn Sprinkler Catalog. Shown ground, ete. 
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Help your customers give production the 
gun with profitable TRIPLEX Cap Screws 


Top speed production calls for fast-working threaded fasteners. TRIPLEX 
Quality Cap Screws help keep work running smoothly—save delays and waste- 
ful throw-outs. Here’s a cap screw of fine steel, strong, uniform, accurately 
threaded. Complete line—full finished and 1035's. It pays you to supply your 
cus‘omers with TRIPLEX Products. Write for samples and prices. 


THE TRIPLEX SCREW CO., 5317 Grant Ave., Cleveland, Ohio 


| CAP AND SET SCREWS - 


BOLTS- NUTS AND RIVETS 


MILLIONS IN USE * EVERYWHERE 
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tractive dis- 
play carton on 
your counter, you'll catch a lot of extra 
sales you might otherwise miss. Contain- 
ing 12 boxes of Acme Tack-Point Corru- 
gated Fasteners, it catches your custom- 
er’s eye. And almost everyone who works 
with wood can use Acme Fasteners for 
repairing furniture, making screens, cabi- 
nets and other wooden articlcs. 

Acme Tack-Point Corrugated Fasteners 
assure adequate strength. They penetrate 
but do not crush the wood fibers. Fur- 
nished in two types: parallel and diver- 
gent. The Tack-Point feature assures 
easier driving. 

If your jobber can't supply you, 
write us direct. 


For Bulk Sales—the 100 Ib. Kegs 





100 Ib. kegs are also available, offering 
opportunity for profit in bulk sales. In 
addition there are standard cartons of 250, 
500 and 1000; boxes of 100 fasteners, 10 
boxes to a carton. Also in boxes contain- 
ing 50 fasteners of one size—*% x 4, % x 
5. % x 5. Display cartons contain 12 
such boxes 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., Chicago, Ill. 
Branches and Sales Offices in Principal Cities 
ATTACH THIS COUPON TO 


YOUR LETTERHEAD FOR (\""~~ mus 
FREE SAMPLE BOX 





Acme Steel Company. 
2838 Archer Avenue, 
Chicago, HMlinois 


Send me, without charge, a sample box of 
Acme Tack-Point Corrugated Fasteners. 


Name 
Address 


City . aa State 
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WHATS NEW 





G-E Mercury Lamp 


The largest and most powerful mer- 
cury lamp in the world has been an- 
nounced at Nela Park, Cleveland, Ohio, 





» 


laboratories by the Lamp Department, 
General Electric Co. Designated as the 
3000-watt G-E Mazda “AH-9” Mercury 
Lamp and rated at 120,000 lumens, this 
long tubular light source is eight times 
more powerful than the present larg 
est lamp of its kind, yet its 55-in., 
length is only four times that of its near- 
est rival, a 400-watt mercury lamp, rated 
at 16,000 lumens, the company states. 
It measures a speck more than one inch 
in diameter. This new tool on the in- 
dustrial lighting front and suitable fix- 
tures designed for its most effective use 
will probably be made available soon 
after January 1. 


Soldering Kit 


“Jiggers” for soldering electric wire 
splices. Each is a small, self-contained 
soldering unit that contains just the cor- 
rect amount of 50-50 solder and flux 
hermetically sealed within a waterproof, 
heat-generating outer shell. To obtain 
a strong, soldered electrical connection, 
it is only necessary to push the wire 
splice into a “Jigger” and 


touch a 
lighted match to the “Jigger” as shown. 





The shell ignites and produces the prop- 
er temperature to flow the solder into 
the splice. The burnt shell is then 
dropped off. Free samples available 
from manufacturers, Jiggers, Inc., 215 
W. Illinois St., Chicago, Tl. 


Silex Special 


The annual Silex “January Special” 
hits a new high for dealer profit. It offers 
two new Silex items designed for quick 
turnover. The 1942 January Special in- 
troduces the new “Manhattan” model, 
to list at $2.95. Designed for mass- 
market selling, this new unit has every 
exclusive Silex feature for better coffee- 
brewing, yet is stripped of extras that 
raise cost and contribute to curtailed 
production. It has a wide neck for 
easy cleaning, “Pyrex brand” glass, and 
the Silex spring tension filter. In 
addition, the “January Special” intro- 
duces the perfected safety lock Silex 
filter . . . made of almost unbreakable 
plastic, and featuring Silex spring ten- 
sion. The “January Special” offers six 
“Manhattan” models, list $17.70, for 
$10.62. Included free with these six 
models are six new perfected clothless 
safety-lock Silex filters, list 50 cents 
each. This brings the total retail value 
of the merchandise to $20.70. With the 
dealer cost $10.62, the profit to the 
dealer is 49 per cent. The Silex Co., 
Hartford, Conn. 


Electric Saw 


A new 84-inch saw, manufactured by 
Skilsaw, Inc., 5033-43 Elston Ave., Chi- 
cago, Ill.. Model 825, is a fast-cutting 





tool for all sawing in the framing of 
houses, schools, churches, factories and 


similar structures. Designed for use 
with abrasive discs to cut and score 
stone, tile, concrete, etc. Cuts to a 
depth of 254 in. in wood, for fast easy 
sawing on all 2-in. .rough lumber. 
Bevel-cuts lumber up to 2% in. thick 
at 45 deg. Cuts aluminum and copper 
up to % in. thick; lead sheets up to 1 
in. thick. Blade has a free speed of 
3000 r.p.m. and is protected by an 
automatic telescoping guard that ro- 
tates on ball bearings. Model 825 is 
18 in. long. Weighs only 18% Ibs. 
Sells for $115.00. 
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Windsor Products 

“Namel,” a wax base cleaner and 
polisher for refrigerators. It is easily 
and quickly applied, removes without 





leaving scratches, and improves the 
appearance of the surface treated, maker 
states. Put up in 8 oz. bottles. “Glass 
Cleaner” for all glass surfaces ; 
simply sprayed on and wiped off. This 
product is bottled in units of con- 
venient size. “Take-off,” remover for 
old wax. easily and quickly applied, 
safe, and water-proof. Put up in bot- 
tles, attractively labeled. Windsor Wax 
Co., Hoboken, N. J. 


Weatherproot Sash Cord 


The Silver Lake Co., 99 Chauncy St., 
Boston, Mass., has added a weather- 
proofed sash cord to its line. The 
special golden color treatment is said 
to “seal” out moisture in the air and 
to protect the cord in the same man- 
ner paint protects wood; add¢ to run- 
ning or flexing ability and can be easily 
cleaned. Offered at no increase in 
price. Samples available. 


Electric Heater 


The newest addition to the “Electro- 
mode” electric unit heater line, the 
“Bilt-In-Wall” electric heater, Model 
WJ 15, has been announced by the 
Electric Air Heater Co.. Division of 
American Foundry Equipment Co., 555 
S. Byrkit Street, Mishawaka, Ind. This 
streamlined cabinet contains the exclu- 
sive cast-in electric safety element. 
There are no exposed hot wires or glow- 
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ing elements. A flip of the switch starts 
a flow of heat. A quiet motor-driven 
fan distributes warm air uniformly. 
Complete details, specifications and a 
series of attractive line drawings which 
illustrate a few of the many possible 
“bilt-in” comfort uses of this auxiliary 
heater are included in Bulletin No. 45, 
obtained by writing directly to the 
manufacturer. 


Drum Opener 
“Westco”—speeds the opening of all 
straight-chime drums up to 35 in. high. 
Maker states it operates as easily as a 
household can opener and leaves no 
rough edges. Heavy cast iron corrugated 


base can be bolted to floor. Four steel 
uprights support cutting unit which is 
counter-balanced for easy adjustment to 
height of drum. Cutting unit locks in 
position. Closing of lever perforates 
drum. Overall height of drum opener, 
50 in. The Turner & Seymour Mfg. Co., 
Torrington, Conn. 


Megow Catalog 

Delayed by the introduction of new 
models and new hobbyeraft merchan- 
dise, the 1942 Megow catalog contains 
132 pages and is completely illustrated 
throughout. The cover, in two colors, is 
interesting and attractive, and the new 
arrangement of contents is a distinct 
improvement, with the various lines re- 
grouped for comparison and conveni- 
ence. Among the new products shown 
are entirely new lines of war model air- 
planes in several price ranges and some 
20 types of miniature motors. For the 
model railroader the new embossed cars 
with die-cast parts and needle-bearing 
brass-wheeled trucks, and new trackside 
buildings and equipment will be shown 
in detail. Model ships also include new 
models and improved designs. Vegow’s, 
Philadelphia, Pa. 





















@ Vichek Tools are being relied upon 
today as never before—doing a big 
job where mechanics’ hand tools are 
called upon in National Defense. 


With production stepped up, we are 
taking an active part in the defense 
program while endeavoring to meet 
trade requirements in the fullest pos- 
sible measure. 


Vichek Tools are always dependable 
in every kind of service. 


THE VLCHEK toot co. 
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bevel and depth of characters, also over 
size and extra height body. Each steel 


Gibson Refrigerator 


“Super Freez'r Shelf ; No. SF-792 letter and figure is individually engraved 
has four areas of conditioned cold. At and hand finished for accuracy. The 
the top the super “Frez’r Shelf,” freez- business end of each stamp is tapered 


to the character so you can see where 
you are stamping and the characters are 
square on the stamp. 


“Sea Horse” Line 


The six smaller models in the 1942 
“Sea Horse” line are deluxe motors: 
two light weight singles; two small 
alternate firing twins, and two medium 
size alternate firing twins. There are 
four other models in the line—two large 
alternate firing twins, KS and KD, the 
“hi-power” alternate firing Model SD 
and the heavy duty model PO. The 











@ They all agree on Ideal’s superiority 
in beauty, construction and low price. 
Each cabinet features in construc- 
tion high quality plate glass mirrors, 
and fluorescent lighting is available 
with all models Here's truly a line 
of bathroom cabinets that you can sell 
at a profit! Why not write for our 
catalogue today 


IDEAL CABINET CORP. 


8841 CENTRAL AVE., DETROIT, MICHIGAN 











JOHNSON 


SEA HORSE 





ing cold, for ice cubes, frozen foods, 
frozen desserts; next the moist chiller, 
just above freezing temperature, with 
high moisture content, for beverages, 
fresh salads, fresh meats; third, the 
cold conditioner, cold temperature with 
slow, moisture-saving air circulation for 











so Yara >ramous 
NAMES IN milk, butter, eggs, drinking water con- 
I, 


' tainer, packaged, canned, and_ bottled 

NETTING... foods, left overs; and fourth, the moist- 

sie cold freshener, very high moisture con- 

tent with cold temperature for vege- 

U. S. HEXLOK tables requiring maintenance or restora- 

The Perfect tion of moisture. Gibson Electric Re- 
eoenagen:- tess frigerator Corp.. Greenville, Mich. 


Netting with 
i 





Lock-twist 
Weave 


Steel Letters and Figures complete line of 10 models runs from 
1.5 to 22.0 N.O.A. certified brake 


U. S. STRAITLOK Stoste as hard as Brinell 380 Rock- horsepower all rated at 4000 revolu- 
en Metelees well “C” Scale 40 can now be stamped tions per minute. [Illustrated is the 
Straight-Line by use, of “Double Duty” steel letters starter-deluxe Model TD, weighing 42 
Poultry Netting and figures recently developed by The jhs.; 5,0 N.O.A. h.p.; two cylinders, 
ai eees Acromark Corp., 239-267 North Broad alternate firing; 1-15/16 in. bore. ly 

St., Elizabeth, N. J. Have extra heavy in. stroke; piston displacement, 8.84 


cu. in. Tank capacity 7.0 pints; ™% 


F ili hour full throttle operation. Johnson 
6 Motors, Waukegan, Il. 


U.S.4 IN) 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


Poe << PS = 


SP poe ae “Teem’” Cleaner 
aw * x 

é A soapless product. Does not con- 
tain any caustics, soaps, animal fats. 
nor vegetable oils and said to be non- 
injurious. Emulsifies dirt, grime, and 
erit, which is carried off by rinsing. 
Maker states it can be used on lacquers, 
enamels, paint, chrome, and aluminum 
surfaces, etc. Also for washing cars: 
upholstery, rugs, ete. Miracle Indus- 
tries, 668 N. St. Clair St., Chicago, Ill. 


INDIANA 
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Fishing Lines 
FILM-X and PROTEX In Gladding’s new 1942 dealer cata- | - 
log of fishing lines, a total of 66 fly, | 
i T TV] 4 N 0 V = 4 bait casting, salt water and general pur- 
= ‘ | pose lines are listed and described. Most | 
: ASSURES of them are illustrated in full color. CASTERS 
sila ’ a | Four brand new items are included. 
ur 2.40) J EAD. They are: “Ripple to answer the de- | 
raved mand for a Nylon fly line comparable For everything thet moves. From Tea Tables 
The to a silk” fly line of good quality; 6a; Gao Gens Cetin 
ered “Waterfall” for the fly fisherman who : 
alieite wants an inexpensive but durable line; 
nape “Invincible” Nylon—a bait casting line 
Protex and Film-X products bring customers which is the Nylon counterpart of the 
back again and again. With a good profit | “Invincible” silk line, and “Defense,” a 
on each sale, they are leaders in profits for waterproofed cotton casting line of ex- 
you. Apex products bring customers back | tra fine quality. Of equal interest to the 
because the customers know that Protex lines which are listed is a group of il- 
1942 and Film-X oils and greases really lubricate | |ustrations showing how Gladding lines 
ciate with their tougher film strength that re- | are made. This catalog is available from 
duces friction, gives greater mileage, re- | p FE Gladding & Co., Inc., South Ot- 
small quires fewer additions between changes and | ..);. NY 
edium that Protex and Film-X quality products iii 
. are are reasonably priced. 
| large —_——_ 
D, the If your wholesale hardware jobber Louden Catalog 
‘ ie ee Se ae Se eae The Leuden Machinery Co., Fair- | 
field, Iowa, to celebrate the 75th anni- 
abbers in over 40 versary of the founding of the com- 
Wholesale hardware jobbers pool | pany, has issued a new Diamond 
states sell Film-X and Protex | Jubilee Catalog, designed with an at- 
| tractive, modern cover of silver and 
A Pp . » 4 blue. During the year Louden will 
introduce several new items of equip- 
rosie PRODUCTS CoO ment especially designed for this 
- Diamond Jubilee year. Special events 
th Ave Minneapolis, Minn in the early history of The Louden 
company also will be celebrated, and | 
tentative plans are being laid for a 
ps large Diamond Jubilee meeting in Fair- 
i Pg tg I Ics aA | field in September with nationally 
| prominent government and agricultural 
2) | leaders as guests. 
| | 
C 4 a n ges | “Premier” Hand Cleaner 
Premier Division, Electric Vacuum | 
Cleaner Co., Inc., Cleveland, Ohio, has | Than paper eeene gen ont) Be Rest. dick 
N - 4 | et: eed eta | Gor Gassieh Casters. 
- & mets ane now hand cleaner with “Tenite” (plastic) | 
trade names are constantly | nozzle. It is lighter in weight and has 
being added to the listings a lustrous-gray finish contrasted by a } 
from f th Di | maroon crinkle-finished motor housing. on 1" 
brake or e next irectory It also has a full ball bearing, 175-watt e 3 prior 
evolu- Number of HARDWARE motor that requires no oiling; ball word = 
s the AGE. | bearing, motor-driven brush; Under- 
ee 42 | writers’ approved rubber-covered cord 
nders, i | with molded rubber plug; conveniently 
, 1% Therefore, if you do not located finger-tip switch; and specially- 
8.84 find in the current issue of | woven, sateen dust bag with trap in ¥ 
Bs wh the Directory Number the | throat to prevent dirt from spilling on 
hanson _ | floor when it is removed for emptying. 
product you are interested me 
in, write to the “Who | ly Ae annie 
Makes It” Editor. He'll be | 
Present abnormal conditions are making 
glad to serve you. | it extremely difficult to secure materials 
5 Sue | to maintain production, but we are doing 
fats, everything humanly possible to assist our 
D _ HARDWARE AGE | | distributors in filling your requirements. 
ane 
nsing. 
sate 100 E. 42nd St, New York City | | THE BASSICK COMPANY 
, Bridgeport Connecticut 
ninum 
flee. - | | paente any 
305 Ill. Hi tii ii di i ci i 
TT ee Ee EYE 
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“Opportunity 
Merchandising 


ECENTLY released by the Remington 

Arms Company, Inc., and the Peters 
Cartridge Division of Bridgeport,: Conn., is the 
new sound motion picture “Opportunity, Un- 
limited.” This new picture on the hardware and 
sporting goods business is a sequel to “One Man 
Listens,” the merchandising picture released by 
Remington in 1941. “Opportunity, Unlimited” 
has been produced for hardware and sporting 
goods dealers and wholesalers. It presents the 
“Cash-in-the-Calendar” plan. 


Stills of three important hardware store 
merchandising elements as dramatized in 
the Remington film: top, to make the 
“Cash-In-The-Calendar” plan a success, 
hold a staff planning meeting to pool 
the ideas of the employees and get their 
cooperation. The other steps were: 
select merchandise; plan advertising; 
displays; special promotions; and sales- 
manship. Center, shows the ease and 
effectiveness with which a special pro- 
motion may be built around Mother’s 
Day featuring gift merchandise. Bot- 
tom, a special window trimmed in June 
to tie in with the picnic season, with 
a slogan, “Play in your own back yard.” 
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tee The “Cash-In-The-Cal- . 


er? endar” plan calls for*a 

a ae special store promotion 
each month, and provides 
six fundamental steps to 


——— | make such a promotion a 


success. This chart is the 
dealer’s guide in planning 
each month’s program. 
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The scene is Bennett's Hdwe. in 
Springville. a leading hardware and 
sporting goods store, owned by sub- 
stantial citizen, Harvey Bennett. As 
the picture opens, Harvey Bennett. 
who has been elected to Congress. 
is faced with the problem of seeing 
that his store is properly managed 
while he is in Washington. He 
leaves son, Tom Bennett. in charge. 
but still keeps in close touch with 
the store’s activities through Ben- 
nett Hardware’s capable Jane Lan- 
dis. Tom not only has the problem 
of managing the store, but also has 
a girl friend whose ideas interfere 
with work. 

“Opportunity. Unlimited” is not 
only entertaining. but instructive. 
for it shows how Tom deals with 
the every day problems that every 
dealer has to meet 

The “Cash-in-the-Calendar” plan 
provides for a special store promo- 
tion each month, with six funda- 
mental steps to make such a promo- 
tion a success. These steps are the 
dealer’s method of adapting the plan 
to the requirements of his store. 
The six steps are: (1) hold a staff 
planning meeting. to pool the ideas 
of employees and obtain their co- 


operation, (2) select the merchan- 
dise for each month's promotion. 
(3) plan advertising. (4) prepare 
window and interior displays, (5) 
arrange special promotions to arouse 
community interest. and (6) con- 
centrate on salesmanship. The 
dealer identifies his monthly pro- 
motions with seasonal or national 
events such as Christmas. the hunt- 
ing season. etc. He also watches 
the calendar of important local 
events in order to cash in on home- 
town celebrations. 

The film is about two-and-one-half 
reels in length, 16 mm sound, ap- 
proximately 25 minutes screen time. 
Booklets explaining the plan. and 
telling the story of the picture are 
available on request. and quantities 
may be obtained for distribution 
following showings of the picture. 

Arrangements for showing “Op- 
portunity. Unlimited” may be made 
upon request to the Remington 
Arms Company or the Peters Car- 
tridge Division in Bridgeport, Conn. 
Sales representatives of the com- 
pany will be glad to show the film 
to dealer and wholesaler groups 


upon request. 


Decimal Equivalent Cards 


Build Good Will 


ANY youngsters hate math- 

ematics and get headaches 
over fractions and decimals. There- 
fore, A. W. Dow, 27-29 Church St., 
Baldwin, N. Y., issued to pupils of 
all schools in that town a card giv- 
ing decimal equivalents of parts of 
an inch. Other than the name, phone 
number, and the address of the 
store, and mention of the fact that 
the store sells hardware and tools 
the card was devoted chiefly to 
tables. Mr. Dow’s slogan, “The 
Little Man with the Big Line” was 
included. The card was also dis- 
tributed to students of the Free- 
port State School of Aviation, as it 
was of interest to men_ seriously 
studying airplane construction and 
repair work as well as to grade 
school students. 
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Here’s the card that built good 
will for A. W. Dow, of Baldwin, 
N. Y. 


Unlimited”—the New 
Sound Film 
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WOOD SCRAPERS 
Y YZ 


LONGER HANDLES—SHAPED AND BAL- 


ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup- 
plied with super-sharp or serrated edges. 
No screw driver or wrench needed to 
replace blades—just push new blade in. Big 
blade replacement sales assured dealers 
stocking RED DEVIL WOOD SCRAPERS. 
Write for Facts. 
No.8 75¢ 
Reversible Handle 


GLASS CUTTERS 
PUTTY KNIVES OD SCRAPERS + PAINT 
FLOOR SANDING MACHINES + ELE 


Ready Market! 
Ready Sales! 





With cold weather, rats and mice scurry 
indoors—and housewives scurry out to buy 
traps! The market’s ready—and you'll make 
quick, ready sales if you feature Victor 
Mouse and Rat Traps. Mark plenty of 
Victors on your order list. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA. 


VICTO 


MOUSE AND 


RAT TRAPS 
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SURE i mane 
PROFIT ON HAMPERS... 
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Stop-hinge attached to spe- 
cial w back frame 
cial Tardweed screws. (Will 
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not break off.) 


Completely toeil ee 
lucd top frame. (No twist- 
ing or breaking apart.) oe s 
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Lid, celluloid covered and 
and cemented. (No ee 


ly 
chipping.) 













Fabric tightly shi to 


Y . 
frame. (No loose fitting 


sides-no unsightly bulges.) 















All interior frame surfaces smoothly 
(No rough edges to catch on dainty ga 


Specially prepared clastic paint finishes. (Pre- 
vents chipping and peeling.) 
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GET THE EXTRA PROFIT 
FROM EXTRA SALES— 
ORDER WHITNEY NOW 








PRICED TO SELL 
FROM $2.95 


See Your Jobber or Write Direct 


W lies lina Dello Dey” 
Vhitneyunmrers 


SAM PRANCISCO - 666 LAKE SHORE DRIVE, CHICAGO 
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Voluntary Simplification 


(Continued from page 66) 


chance to avoid unnecessarily 
damaging government crackdown 
on hardware sales of non-essen- 
tials employing strategic materials. 
The non-essentials, those numbers 
in your lines of manufactured 
goods that you can get along with- 
out, will be voluntarily set aside 
temporarily in order to insure 
your ability to get ample stocks of 
the simplified, universally de- 
manded lines. Frankly, we do not 
believe there will be any loss from 
weeding out certain of the items 
which manufacturers ordinarily 
make. Instead, we believe the 
dominant effect will be a speed-up 
of the entire system of distribu- 
tion, giving the hardware whole- 
saler and dealer more profitable 
sales of the merchandise which the 
manufacturer knows from actual 
experience will sell steadily in any 
location. 

It is less difficult to put such a 
plan into effect than it might 
seem. In our own case, we have 
merely determined, after long 
study and considerable pre-testing, 
to confine our sales and advertis- 
ing efforts to twelve of the more 
than thirty items we regularly 
make. We believe that the manu- 
facturing end of simplification will 
then take care of itself, the added 
volume on the “universal items” 
gradually pushing out the specials. 

, 


A Sales Effort 


In other words, simplification is 
by nature a sales and advertising 
effort, based on more honest rec- 
ommendations to the jobber and 
dealer concerning what they should 
buy. We feel that the manufac- 
turer is sufficiently market-wise to 
be of inestimable aid in directing 
the purchases of the wholesaler 
and dealer so that waste can be 
reduced without loss of manufac- 
turer’s volume. 

Practically all the hardware 
dealers in the United States and 
Canada can be reached through 
hardware trade magazines. The 
success of any simplification plan 
will be in direct proportion to the 


amount of careful though which 
goes into the preparation of the 
manufacturer’s trade advertising. 
Here indeed is an excellent oppor- 
tunity for careful, intelligent ad- 
vertising to serve the national war 
effort by reducing waste and pro- 
moting efficiency in manufacture 
and distribution. 


Must Anticipate 


Naturally, there will be some 
who will say, “All every neat in 
theory, but you are hitching your 
little wagon to a pretty distant 
star.” The truth is that that “dis- 
tant star” may soon turn itself into 
a vicious fireball that will smash 
any little wagons that are steered 
on independent courses. We must 
anticipate the fact that, whether 
we like it or not, there will soon 
be stringent curtailments of metal- 
lic raw materials for hardware 
manufacturers. In some phases of 
hardware manufacture there al- 
ready have been. Sooner or later, 
there will be allocated to us (that 
is, to those of us fortunate enough 
lo receive any material at all) 
stipulated amounts of material 
from which we will be able to 
make certain limited amounts of 
merchandise and, very likely, mer- 
chandise consisting of certain 
specified items, the choice to be 
made by the Government! 

Let us neither throw up our 
hands in despair nor seek solace 
in unpatriotic grumbling. The 
truth of the matter is that the 
Government is seeking the very 
thing we should be seeking - 
namely, efficiency. The less it 
costs to turn raw materials into 
finished products and pass them 
through distribution channels into 
the customers’ hands, the more 
profit is made by manufacturer, 
jobber and dealer, and the more 
the national war effort is furthered. 

If the hardware manufacturers 
of this country will now simplify 
and “streamline” their lines, par- 
ing them down to those items 
which have universal appeal, the 
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“On To Victory!” 


a fe 


PLYING. oa 
We're Out To Win 


Last month 55% of our production was for Uncle 
Sam. The coming months will mean “All-Out” 
defense until the battle is won. 

Materials used in making “CHICAGO” Roller 
Skates now go to help win the war. When cus- 
tomers ask for “CHICAGOS,” they’ll accept these 
facts with a smile—knowing that LOYALTY pro- 
tects LIFE and LIBERTY. 

We'll advise dealers from time 
to time the future outlook. 








CHICAGO ROLLER SKATE CO. 


World's Greatest Roller Skates for Over 40 Years 


4456 WEST LAKE STREET led silew \clomu © G1. Te) }. 








9 el ARCADE FLQUR MILLS 


.. . bor Healthful 
Home Grinding 
ee of Srain 





c SE * 


Grain ground at home has 

two principal advantages 

K No. 9084 ... first, more healthful 
ind nutritious foods; 

second, it saves money. 

Whole grain flour is 

known to be more healthful than refined flour 
as it contains the husk or outer part of the 
wheat kernel that is removed in refined white 
flour. This husk contains the most vital food 
and mineral elements. Wheat and corn 
fzround at home costs '% less than commercial 
WRITE NOW" 
Most satisfactory results are obtained by 

for operating the Arcade Power Flour Mill from 

200 to 250 r.p.m. At this speed the capacity is 


FREE CATALOG approximately one bushel of corn or wheat 


per hour. All parts of high grade grey-iron 
castings and machined steel. Overall height 
19%” ... overall depth 9”. . width, less 
handle, 6” V-belt pulley is 16” in diameter. 


Wrinkle grey finish. Weight of mill, 21% lIbs.: 
packed in wood shipping case, weight is 37 
pounds. 


ARCADE MFG. CO. 1201 Shawnee St., Freeport, Ill. 
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Engineered 


Handles light veneers, plastics, 
thin metals, and boards up to 


2" thick. 





15-inch JIG SAW 


Long a best-seller at popular prices. 











Only tool of its kind 
on the market. New, 
exclusive operating 
features. Accurate, 
versatile, popular. 
Priced to sell! 


for accuracy, long-life. 


12-inch DRILL PRESS 


Outstanding value in the low-price field! Drills 
to center of 12"' circle. 7 speeds. Handles all 
drill press operations. Built for dependable ac- 
curacy and long life. Send for complete catalog. 


POWER KING TOOL CORP. 


106 CLEVELAND ST. WARSAW, IND. 














DIAMOND 


Precision Tools 





Diamalloy Wrenches 

Made of special alloy steel.—Twice as 
strong yet a third thinner and lighter 
than standard pattern. Will fit in small 
places and withstand severest possible 
strain without damage. . 

Furnished chrome nickel plated with 
sides of head buffed to a high, beautiful 
lustre. Handle has soft, velvety finish— 
pleasing to hold—not slippery. 


—< 


Diamalloy Diagonal Cutting Pliers 
Forged of tough Diamalloy steel. Clean 
cutting. Handles shaped to fit hand and 
give good balance. | 

Buffed gun metal finish with polished | 
head. Packed 1 in a box. 





Diamond Calk Horseshoe Co. 
4612 Grand Ave., Duluth, Minn. 
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IN WAR 
AS IN PEACE 


Shelter is always one of the vital 
essentials. To provide needed shel- 
ter, defense housing is making ex- 
tensive use of “Shelby” builders’ 
hardware. Home owners, too, need 
the practical quality and appreci- 
ate the moderate price of “Shelby’ 


products 
Availability of materials and na- 
tional policy regarding its best use 


will necessarily determine the ex- 
tent to which we can continue de- 
livery of normal consumer require- 
ments. At present we suggest that 
you continue to specify “Shelby” 
and to order as usual from your 
regular jobbing connections. Let's 
make sensible merchandising con- 
tribute to final VICTORY 
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GC SPRING HINGE 
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ARMSTRONG 


Chrome-Vanadium 








When “talking shop" on 
wrench quality it’s always 
ARMSTRONG Chrome- 
Vanadium Wrenches that carry the 
100% stamp of approval. Wrench 
buyers and wrench users alike know 
that these are quality tools — the 
finest available today. Carrying a 
reliable manufacturers’ guarantee 
against spreading or breakag« 
ARMSTRONG Wrenches are pri- 
marily designed for discriminating 
buyers — men who know that 
strength has not been sacrificed for 
a longer, thinner and lighter wrench 
a strength not based on bulk but 
on excellence of design and mate- 


rial. 
Write today for the C-39 Catalog 
Standardize with a line you can 


guarantee. 
ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 199 Lafayette St.. New York 
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entire hardware industry will prof- 
it. If they will do this in concert. 
working together cooperatively, 
simplification will, however in- 
formally, become voluntary stand- 
ardization. Then, when the time 
comes to curtail raw materials still 
more stringently, the hardware in- 
dustry can meet the Government 
more than half way—with an al- 
ready prepared and tested stand- 
ardization plan based not upon 


any hasty. unsympathetic deci- 


New York 


(Continued 


arches and collapsed not only from 
explosions but even from concus- 
Here in New York he be- 
lieved the greatest danger was to 
the old tenement buildings—like 
those in London—which would 
fall to pieces at the slightest shock. 
Then, he added rather cynically. a 
good bombing might clear many 
sections of the city of these old fire 
traps which would then be re- 
placed by more modern and safer 
buildings. 


sion. 


“Playing Sate” 


One of my friends. who rents 
his former home in a suburban 
town, tells me his tenant has writ- 
ten demanding that he immedi- 
ately construct an underground 
raid cellar on the premises. 

Several vears ago I wrote a 
paper for a California hardware 
convention. I called it “An Epistle 
to the Californians.” This 
read at their meeting. Probably 
they will remember that I pre- 
dicted that the next great world 
movement (historically) would be 
in the Pacific Ocean. I told how 
civilization had first flowered 
the Mediterranean and 
how wars had been waged in that 
area. Then. following the discov- 
ery of America. came great events 
in the Atlantic area. Now. | wrote. 
I believed the Pacific Ocean would 
be the next arena of great world 
dramas. 

These major world movements 
make interesting studies. Nations 
rise and fall. In Northern Africa 
there are ruins of temples of races 
whose very names are forgotten. 


was 


around 


sions of theorists, but upon our 
own sales ledgers—a plan that, 
no matter how much materials cur- 
tailment there may be. will assure 


maximum profit per item and 
maximum efficiency of manufac- 
ture and distribution. And when 


this war is over, the groundwork 
will have been laid for the perma- 
nent elimination of “cats and 
dogs.” back orders and stagnated 


turnover. 


in Wartime 


from page 66) 


In Yucatan we are excavating 
the ruins of a Maya civilization 
and finding traces of a race whose 


the 


sun. moon. and stars. was more 


calendar. as worked out by 


accurate than ours. 

While ill I have been- reading of 
Gautama. | like his poetical refer- 
ence to the end of a human life. 

“Like a crystal drop of water 

that slips back into the sea.” 

One night during the first week 
of the war I took a walk down 
Broadway. The shops were open 
and the streets were crowded. One 
heard many languages. They 
scream at each other. I was told 
this screaming habit was formed 
in childhood. Being members of 
large families, children could only 
be heard by out-screaming the 
others. 

I saw a man on the street who 
was walking seriously and waving 
a folded newspaper like a pump 
handle. I was informed that this 
was a signal that he bought second 
hand clothes. It is against the law 
to call out one’s wares. so this sig- 
naling system has become the cus- 


tom. 


Air-Raid Merchandise 


In the shops there was a lively 
sale of flashlights. Other war 
items were lanterns, shovels, picks, 
axes, water buckets. fire buckets. 
rubber hose. etc.. etc. 

Shops were also doing a brisk 
business on all kinds of blackout 
articles—cloth, paint. etc. So again 
we were reminded 

“It’s an ill wind that blows no- 


body good.” 
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-You'll Make Quicker Sales 
with the ‘‘Open Champ”’ 














Edlund /. 






Nationally 
Advertised 


For A Better Selling Job 


Known products — built right — priced 
right — have the “edge” in consumer 
preference. For every household need 
there’s an easy Edlund Can Opener that 
more people prefer — Edlund Jr., the 
50c hand model, and the $1.50 Household 
No. 4 in wall and table styles. 


At Your Jobbers 


EDLUND COMPANY 


BURLINGTON, VT. 

















TRIMMER 









LIGHT 
SINGLE-JOINT 
CITRUS-TYPE 
PRUNER . 


ALL RANGE 
PRUNER 










PRUIT 
PRUNER 







ONE-HAND 
PRUNER 







Both blades cut clean-clean 
cuts heal clean. A _ goo 
pruning job cannot be done 
with a poor pruning tool. 
It pays to buy the best. 
Send for catalog of Porter 
Pruners - a model for every 
requirement. 


H. K. PORTER, Inc. 
EVERETT, MASS. 
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‘meen | OVER SIX 
| MILLION! 


1 ANNUAL SALES NOW OVER 
TWO AND ONE-HALF MILLION 


Proof that ‘“‘Nee-Action’’ Peelers are 
Quality products with customer appeal. 


For more profits and larger 
dollar volume, give feature 
display space to the Combina- 
tion Peeler and Green Bean 
Slicer. An outstanding value 
at 25c—Nation-wide promotion 
and demonstrations have cre- 
ated real consumer demand. 
On beautiful new four-color 
lithographed card. 









BOTH ''NEE-ACTION' PEELERS ARE DOUBLE EDGED—CUT BOTH 
WAYS IN A NATURAL KNIFE LIKE MANNER—EASY TO USE 
EITHER RIGHT OR LEFT HANDED. POINT OF BLADE IS 
SHARPENED FOR EASY REMOVAL OF EYES AND BAD SPOTS 


Lf / ZA rian 
( Sia) Nee ALD #3 "'Nee-Action” Peeler — The 


> a wy! largest selling peeler in the 
ie BBIADE) world. On beautiful new three- 
te = color lithographed card. Re- 


tailing at 10c. 








PROMPT DELIVERIES ASSURED 


See your jobber or write direct. 


| M & M MANUFACTURING CO. 


| 732 N. MORGAN ST. CHICAGO, ILL. 














DEFENSE-BUSY INDUSTRY 
NEEDS 
MORE and MORE 


RUBBER TIRED 
WHEELS 





HEAVY DUTY WHEELS ‘ 
with 4.00x8” Tire with In- 

ner Tube, in 2 or 4 Ply, 
with Plain or Roller Bear- 
ings. 





Arrange to get your share 
of the record demand for 
French & Hecht Rubber 
Tired Wheels during 1942. 
Industry is using them to 
save Time and Effort in 
transporting materials and 
parts from operation to oper- 
ation, department to depart- 
ment. Contractors are sav- 
ing Time and Effort on 
construction jobs. Home- 
owners are going for Rubber 
Tired Wheelbarrow Wheels. 
There are a thousand and 
one duties on which these 
modern wheels do a_ better 
job. Get behind this com- 





This Cushion-Type (Zero Pres- 
z - sure) Puncture-Proof Wheelbarrow 
plete, easy-to-sell and profit- Wheel is a great favorite. No in- 


able line of better wheels. flation problems. 


Write TODAY tor NEW CATALOG and PRICE LIST 
FRENCH & HECHT, INC. 


Wheel Builders Since 1888 


101 East Third St. Davenport, lowa 








AIR-TIRED WHEELBARROW WHEELS 




















Is ADJUSTMENT 


convenient and positive? 
Slippage Impossible 
with Wright bit . 


















The cutter is made with 
teeth. These teeth mesh into 
@ cross-feed screw, held 
firmly in plate. By tight- 
enging screw through plate, 
you clamp cutter so that it 
cannot slip. This gives 
you a direct-reading, mi- 
crometric adjustment. (No 
calculations with this bit.) 


Another Connecticut Val- 
ley feature making good 
work easier. 


SAVE MONEY 


One Expansive Bit takes 
the place of many other 
bits. 


| 
fy 


Send for 
catalog 


wi CON VALCO: 


7 


té 


Connecticut Kaley ily (\), 


Incorporated 1874 


SRRBRESLES Ste ORES Seda 


| SARASRNERE Se 
New Lighter Tip Gives a 
Real Snap to 1942 Line , 


Prewii) 
Solid Steel Rods = /; 


Six numbers with a lighter, fully 
graduated diameter blade tapering of / 
to a lighter tip to give added bal- 
ance and snap. Just what sports- 
men have been looking for, these 
will be a big 1942 item / 





Send for Bulletin 


pam Froducts 


Division Chisholm-Ryder, Inc. 
4201 Highland Ave., Niagara Falls, N. Y. 
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April 


pry age are now under 
way for the celebration of the 
fifth National Hardware Week April 
16-25 sponsored annually by the 
National Retail Hardware Associa- 
tion, Indianapolis, Ind. 

\ colorful, official display kit with 
which participating dealers will 
decorate their stores for National 
Hardware Week, already has been 
designed and may be purchased for 
$2.75 through retail hardware associ- 
ation secretaries or hardware whole- 
salers. Printed in a brilliant red- 


BETTER HARBWARE 


a 
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i 
ron WAPOIER nowes 


BETTER 


National Hardware Week 







16-25 


orange and a deep blue, the display 
kit consists of 189 pieces featuring 
the slogan, “Better Hardware for 
Happier Homes,” and the fact that 
this will be “Our Fifth Annual Na- 
tional Hardware Week.” 

Two giant window backgrounds, 
50 by 26 in., and four window val- 
ances, 61 by 12% in., are included 
in the kit to give dealers an oppor- 
tunity to build attractive window 
displays. Twenty-four double-faced 
pennants are being provided in 12 
different designs which show various 


mATIOWAL 


HARDWARE WEEK 


ADL Mate} 


fe 


We 16-25 


HAROWARE 
someapty 


. 
f ¥} 


+) 
ee 


FoR HAPPIER womes 


NATIONAL 





HARDWARE WEEK 


PRIL 16 


Included among the 189 pieces which make up the official association 
display kit for 1942 National Hardware Week are: (1) two window 


backgrounds, 50 by 26 in.; 


(2) four window valances, 61 by 12% in.; 


(3) 14 window spotters, 91/3 by 91/3 in., imprinted with 14 traffic- 


building items with space for price; 


(4) 144 price cards in three sizes; 


(5) 24 double pennants, 16 by 17 in., with 12 different illustrations. 

Colors are brilliant red-orange and deep blue. The kit, complete may 

be purchased for $2.75 from state hardware association secretaries or 
hardware wholesalers. 
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PENCIL CO. 


PHILADELPHIA, U. S. A. 

















IMMEDIATE DELIVERY 


Cr Whe af 


FOUR NEW /eree/ 
——__ 
New Beauly for Rooms 
WINDOW DRAPE TIE BACKS 


Smart, decorative accessory. Shatter- 
proof, rustproof plastic. Colors: trans- 
parent pink, transparent ruby, crystal. 


Relatl al 25e¢ pate 





Vlastic DEVICES 


Cal down soafe waste with 
(his SOAP SAVER 


<u 


Prevents soap from dissolving in the 
bottom of soap dish. Cake of soap rests 
on the plastic cones. Size 2%" x 4%" 


Retails al 10¢€ 





Relais al 25e 


Handy gadget to scoop the crumbs off 
the table. Transparent, shatterproof 
plastic. Mounted on attractive card. 


Cat Yourself a Slice 
of Volume 
PLASTIC KNIFE 


Sarge Sy Mowe 
NS a Relails al 15¢ 


For fruits, cakes, pies. Hammered effect 
handle. Patented anti-suction grooves 
prevent sticking. Can't break or dis- 
color Crystal plastic. 


Write for samples and prices 
of other Jewel plastic products 


You don't have to be an acro- 
bat to have Turnover. Just put 
The CHORE GIRL on your coun- 
ter and watch those profits and 


repeat sales come tumbling in! 


Consistent advertising in na- 


tional and farm magazines 
reaches 5 out of 7 customers in 


your own trade area. 


Two-dozen pack comes in at- 


tractive counter display 
carton. Order from your 
jobber today. 
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Metal Textile Corporation 


Orange, New Jersey 


THE RAYBESTOS DIVISION 


OF RAYBESTOS-MANHATTAN, INC. BRIDGEPORT, CONN. 
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° DIETZ - 


LANTERNS 


CIVILIAN 
DEFENSE 


A SUGGESTION! — Call your local 
sector warden, advising him of your 
stock of DIETZ LANTERNS. In — 
parts of the country, there Is — 
a brisk demand for DIETZ LANTE ~ 
for emergency vse- Make every er 
to keep your stocks ample for the 
needs of your com- 
munity. Give your 
civilian defense of- 
ficials first call. 
DIETZ LANTERNS 
are long burning, de- 
pendable under all 
conditions, indoors 
or out, safe and eco- 
nomical. They burn 
kerosene, obtainable 
everywhere. 
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NEW YORK 


Output Distributed Through the Jobbing Trade Exclusively 








Wanted... 
DEFENSE SUB-CONTRACTS 


Let Us Help To 
KEEP "EM ROLLING, 
SAILING, FLYING 


Wire forms, well made—the only kind 
that should go into a Defense product— 
call for a highly specialized experience. 
Our well-equipped plant and efficient 
staff can supply you any type of wire 
form. Don’t let your Defense schedules 
slow up for want of any wire unit. Send 
us your specifications for estimate now. 
(We ask the co-operation of our old line hardware 


customers by anticipating their needs as far ahead 
as possible.) 


M. S. BROOKS & SONS 


BOX ‘Bs’ CHESTER, CONN. 
Since 1848 


“BROOKS HOOKS 
























hardware items in use by consumers. 


A new feature of the display kit 
this year will be the 14 window spot- 
ters, 914 by 9% in., imprinted with 
the names of 14. traffic-building 
hardware items. A blank space is 
provided beneath the name of the 
item where dealers or wholesalers 
may mark the price at which it is 
being offered. These spotters are 
especially designed for use in dis- 
play windows, although they may be 
displayed over tables or sidewall 


cases. Price cards in three sizes 
also are included. 

With the display kit will be in- 
cluded a mat of special Hardware 
Week headings, bottom pieces and 
other decorations in several sizes 
which may be used by dealers to 
dress up newspaper advertising. 
Along with this will be a sheet of 
promotion suggestions which have 
been gathered from dealers who had 
successfully staged Hardware Week 
in past years. 
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“THIS IS THE VERY LATEST —— A COMBINATION 
GARDEN STATUE ANO LAWN SPRINKLER ” 
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es || Cole’s Gas Fired Floor Furnaces 


WHAT'S 
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of 
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IN 


- HOUSE 
2 FURNISHINGS? 








Right NOW is the time to supply these quick-selling 
furnaces and add to your profits. They insure the 


Housewives everywhere are continually on finest in low cost automatic heat for new homes; 
: make fine replacement jobs for old homes and ideal 

the lookout for the newest and best in mod- auxiliary equipment. A full vitreous porcelain enamel 
a rer inner heating unit; large heating surface, and long 

erm housefurnishings. When they visit your | delayed flue travel assures maximum heat from any 
4 gas. Many other features. Approved by the AG A 
store be prepared to show them the very Combination Safety Pilot and automatic thermostatic 
latest in the numerous products that cus- control also available. Write for full details and 


trade-prices now. 


tomers need to furnish their homes. The COLE HOT BLAST MFG. CO. 


place to look for modern housefurnishings 3108 West Slst Street, Chicago, Ill. 

















and kindred merchandise is in the — Y a i 


“WHATS NEW" 


SECTION 
; “a 


HARDWARE AGE ie 


as well as in the advertising pages. There 
you will find illustrations and descriptions 
of new and improved merchandise, display 
helps, sales literature, window trims, new | 
packages, new colors and the latest catalogs. 

‘ ton d Today, with your dealers and industrial accounts looking for 
You will find them all a real help in order- 2 reliable source of merchandise is the time to catalog your 
ing. Keep posted—read HARDWARE) auc. 

A “custom-built” NORAMPRESS Catalog in your customer's 

AGE. hands gives him all the information he needs about YOUR 


lines . . . Provides a ready reference book to help him keep 
stocks complete — and his orders coming YOUR way. 


Let us tell you of the advantages of NORAMPRESS “Custom- 


HARD W ARE AGE ~ a Catalogs — and the economical “Departmentalizing” 
lea. 
A Chilton Publication 


100 E. 42nd Street New York, N.Y. [gem USL, AMERICAN Press 














728 N. Seventh Street Milwaukee, Wisconsin 
oni for Dav iniaciten Hardware Catalogs 
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PRIORITIES 
AND PROFITS 


All-out defense effort cuts sup- 
plies in many hardware lines. 
Replace short-item losses with 
EXTRA Agrico profits. Fea- 
ture Agrico, the EXTRA- 
PROFIT fertilizer line. Two 
special-purpose Agrico grades 
... one for Lawns... the other 
for Flowers and Vegetables. 
Get details of Agrico Dealer 
Franchise. Act now—address: 
The American 
Agricultural 
Chemical Com- 
pany, 50 Church 
Street, New York. 






This “Silent Sales- 
man"... attractive 
Agrico metal dis- 
play stand ... size 
24/2245 .. . Free, 
with initial order, 
while they last. 
A@rico sells on sight 
+ « « repeats faster 
on better results. 
Get details, today. 


33 Agrico Factories and Sales Offices 
in U.S., Canada and Cuba 








DENISTON 
Taser NAILS 


The ONLY Roofing Nail in the world with all 
these exclusive features: 1, Lead under the head 
and down the shank to plug hole around nail 
with lead; 2, a “bump” to lock nail, lead and 
metal “roofing together; 3, drive-screw shank to 
give bull-dog grip. . 
demonstrator blocks. 


THE DENISTON CO. wsiizxdiy 


. Send for samples and 


4840 S 


‘SUNSHINE 


rere A 


cHAMOIS 


MADE IN U.S A 


AGK YOUR JGBBER 


POR GUR EXTRA VALUE 
SGWEO PIECE CHAMOIS 


HOYT £& WORTHEN TANNING CORP 


HAVERHILL MASS 









COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


New member of Gem c 
Nail Clipper family. 
Hardened jaws, nail 

file, cleaner. Heavily 

nickeled. Doz. on colorful card 
at jobbers’. Send for details. 
THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Cons, 
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Coming Conventions 





Alabama Retail Hardware Assn., 
convention and exhibit, May 18-19, 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. J. H. Crowe, 410 N. 21st St., 
Birmingham, is secretary. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary of the manu- 
facturers’ Association, and T. W. Mce- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the jobbers’ association. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the man- 
ufacturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


American Hardware Supply Co. 
annual convention, Jan. 26-27, 1942, at 
the company’s headquarters, 41-43 Ter- 
minal Way, South Side, Pittsburgh, Pa. 
William M. Stout is general manager. 

American Toy Fair, March 9-21, 
1942, at 200 Fifth Ave., 1107 Broadway 
and other permanent show rooms in 
New York City; also at the Hotel Me- 
Alpin, New York ‘City. Horatio D. 
Clark, Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New York 
City, is manager. 

Arkansas Retail Hardware Assn., 
convention and exhibit, Feb. 9-11, 1942, 
at Litthe Rock. Sessions and exhibit 
at Marion Hotel. George L. Turner, 
322 Markham St., Little Rock, secre- 
tary. 

California Retail Hardware Assn. 
convention, Feb. 17-19, 1942, at the 
Western Merchandise Mart, San Fran- 
cisco, Calif. LeRoy Smith, 417 Market 
St., San Francisco, is manager. 

Connecticut Hardware Assn., con- 
vention, Feb. 18-19, 1942, at Hotel 
Bond, Hartford, Conn. Charles F. Free- 
man, Branford, Conn., is secretary. 


Illinois Retail Hardware  Assn., 
convention and exhibit, Feb. 17-19, at 
Peoria, Ill. Sessions and exhibit at 
Pere Marquette Hotel. C. C. Gilbert, 
1155 Merchandise Mart, Chicago, sec- 
retary. 


and Events 


Corrected each issue 
according to latest data 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-30, at In- 
dianapolis, Ind. Sessions and exhibit at 
Murat Temple. G. F. Sheely, 333 N- 
Pennsylvania St., Indianapolis, secre- 
tary. 


Intermountain Hardware and Im- 
plement Dealers’ Assn., convention, 
Jan. 14-16, at Boise, Idaho. Frank L. 
Winzeler, Chamber of Commerce Bldg., 
Boise, secretary. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Sessions at Hotel Savery; ex- 
hibits at Coliseum. Philip R. Jacobson, 
Mason City, secretary. 


Kentucky Hardware and Implement 
Assn., convention and exhibit, Jan. 
13-15, at Louisville. Sessions and exhibit 
at Kentucky Hotel. J. M. Stone, Room 
315, Kentucky Hotel, Louisville, secre- 
tary. 


Marshall-Wells Co., dealers’ con- 
vention, Feb. 2-4, 1942, and merchandise 
school for dealers’ employees, Feb. 9-11, 
at company headquarters, Duluth, Minn. 


Michigan Retail Hardware Assn., 
convention and exhibit, Feb. 3-6 at De- 
troit. Sessions at Statler Hotel; exhibit 
at Convention Hall. H. A. Daschner, 
1112 Olds Tower Bldg., Lansing, secre- 
tary. 


Mountain States Hardware and 
Implement Assn., convention, Jan. 
12-14, Cosmopolitan Hotel, Denver, 
Colo. John T. Bartlett, 637 Pine St., 
Boulder, Colo., secretary. 


National Hardware Week, April 
16-25, 1942. 


National Retail Hardware Con- 
gress, July 13-16, 1942, at the Hotel 
Sherman, Chicago, Ill. Rivers Peterson 
is managing director with headquarters 
at 333 N. Pennsylvania St., Indianapo- 
lis, Ind. 


National Wholesale Hardware 
Association meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 3-5, at 
Omaha. Place of sessions and exhibit 
not yet decided. Edward C. Herman- 
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THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


SILVER LAKE CO. 








The FORSTNER 
AUGER BIT 


A remarkably versatile boring 
tool that will sell for you at 
a substantial PROFIT— 


The sample of work shown below, 
done entirely with Forstner Auger Bits, illus - 
trates the many types of cuts that can be 
made with this handy, all-purpose boring 
tool. Note that this bit bores at angles, cuts 
any arc of a circle and leaves a perfectly 
smooth - walled, flat- bottomed hole. The 
entire cutting surface is at work all the time 
and there is no center spur (circular rim 
guides the bit). Works well, does 
not clég in hard, knotty or irregu- 
lar grained woods. 

Available with hand brace or 
machine shanks in the following 
sizes: For hand use, 4“ to 114” 
by sixteenths. For machine use, 
4%" to 1%" by sixteenths; 154“ 
to 3” by cighths. 


2 PROGRESSIVE MFG. GO 


TORRING Tee eae moeemw EC TICcutTt 

































LOWER PRICED GRADES 


EDDYSTONE 
i 
NUCORD 
BENGAL 


\ Mills ~— Chattanoochee, Ga. 
! Sales —99 Chauncy St., Boston 


tO OO 





“EXTRA MILEAGE” IN 
LISTER or MIDDLEBREAKER 
IN ANY GROUND- 


Sell the farmer the LISTER or MIDDLE- 
BREAKER share that gives the most mile- 
age. STAR Lister and Middlebreaker Shares 
are built with a heavy one-piece point and 
are extra thick clear up the center rib where 
the most wear comes. This construction plus 
the toughest plow steel obtainable is what 
makes Star Crucible Steel Plow Shares give 
the “Extra Mileage” that farmers appreciate. 
Furnished in No. 1 soft center or No. 2 cru- 
cible steel and guaranteed to FIT the plow 
intended. Send for complete catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


- Div. of Illinois Iron & Bolt Co. ea « 
CARPENTERSVILLE, ILLINOIS 
1873 U. S. A. 1942 























Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York. N. Y¥. 














for HARD WEAR 
land PROFITS for YOU!) 








IMPERIAL’S complete line. of har- 
ness hardware has been built to 
“take it’ through years of rough 
and ready use. Sturdy, long-last- 
ing—it serves your customers better, satisfies your 
customers more! Specify IMPE RIAL harness hard- 
ware from yeur jobber today! There is an IMPERIAL 
product to serve every harness hardware use. Order 
your supply now! 


IMPERIAL BIT & SNAP CO. RACINE, WIS. 
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OXFORD 
PUNCHES 


x T L COMPANY 
* ° FORD OOL * 


1633 N. 2nd St "Philadelphia, Pa. 
10¢ 
| 25¢ 


WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 


isk Your Jobher 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, Ill. 











Cards 


Boxes 
or Bulk 








E-Z CORN POPPERS 


Che original rotary Corn 
Poppers. They use less 
heat and do not burn the 
eorn. Stove type or 
electric. 


OverA 
MILLION 
Have Been Sold 


Pistul blue steel, or bril- 
Hant nickel finish. Ark 
sour Jobber 


0. $. Keene Machine Co., - Elkhart, Ind. 



















STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 

Ne. 162 ‘axe All steel 
Brisk . 47” deep 
Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 


“ @ CLEVELAND,OHIO @ @ 











Gibson Good Tools 


Gibson Patented 
Gripper Clips, flex- 
ible steel, nickel 
plated. Small size 
hold kitchen uten- 
sils, tools, golf 
clubs, canes, ete. 
Large size brooms, 
mops, garden tools, 
etc. Retail 10¢ ea. 
on beautiful disp. 
ont, Also Robert- 

‘Horseshoe 
Magnet” Hammers. 


* GIBSON GOOD TOOLS, aes. 
Box 268 Orange, Mass., U.S.A 











TROY—BEST 


File Handles 


PATENTED rt —t 


(Patented), assures better wecineadie 
and safety to user. A favorite for over 
40 years. 


TROY FILE WORKS 


Troy, Est. 1831. _ N Y. 
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son, 325 Insurance Bldg., Lincoln, sec- 
retary. 


New England Hardware Dealer: 
Assn., convention and exhibit, Feb. 
24-26, at Statler Hotel, Boston, Mass. 
Russell R. Mueller. 189 Dartmouth St., 
Boston, secretary. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 3-6. 
at Seneca Hotel, Rochester, N. Y. N. H. 
Kiley, 509 Hills Bldg.. Syracuse, secre- 
tary. 


North Coast Hardware and Imple- 
ment Dealers’ Assn., convention, Jan. 
19, at the Multnomah Hotel, Portland, 
Ore. D. D. Stewart, American Bank 
Bldg., Seattle, Wash., secretary. 


North Dakota Retail Hardware 
Assn., convention and exhibit, Feb. 
24-26, at Fargo. Sessions at Hotel Gard- 
ner; exhibit at Auditorium. Miss Louise 
J. Thompson, 21 Clifford Bldg., Grand 
Forks, secretary. 


Northern Wholesale Hdwe. Co., 
Portland, Ore., annual convention and 
merchandise show, Feb. 1-3 at the 
Masonic Temple, Portland. 


Ohio Hardware Assn., convention 
and exhibit, Feb. 17-20, at Columbus. 
Sessions at the Deshler-Wallick Hotel: 
exhibit at the auditorium. John B. 


Conklin, 175 S. High St. Columbus, — 


secretary. 


Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 3-5, 
at Oklahoma City. Sessions and ex- 
hibit at Municipal Auditorium. Charles 
F. Nelson, 411 Key Bldg.. Oklahoma 


City, secretary. 


Panhandle Hardware & Imp. Assn., 
annual convention and exhibit. Jan. 
26-27, 1942. at Amarillo, Tex. Sessions 
and exhibit at Herring Hotel. C. L. 
Thompson, Canyon, Tex., is manager. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., convention and 
exhibit, Feb. 10-13, at Baltimore, Md. 
Sessions and exhibit at; Lord Baltimore 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., secretary. 


South Dakota Retail Hardware As- 
sociation, convention and exhibit, Jan. 
27-29 in Sioux Falls. Sessions and ex- 
hibit at Coliseum. [Earl Erlandson, 
Cottonwood, manager-treasurer. 


Southern California Retai] Hard- 
ware Assn. convention and exhibit, Feb. 
23-25 at Long Beach, Calif. Sessions 
and exhibit at Municipal Auditorium. 
J. V. Guilfoyle, 509 Rives Strong Bldg., 
Los Angeles. secretary. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 20-23, at the Ho- 
tel Roosevelt, New Orleans, La. T. W. 
McAllister, 1020 Grant Bldg., Atlanta. 
Ga., is secretary of the jobbers’ asso- 
ciation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is secre- 
tary of the manufacturers’ association. 


Tennessee Retail Hardware Assn., 
convention, Feb. 10-11. at the Andrew 


Jackson Hotel, Nashville, Morris Jones, 
P. O. Box 784, Nashville, secretary. 

Texas Hardware and Implement 
Assn., convention and exhibit, Jan. 20- 
22 at San Antonio. Sessions and ex- 
hibit at Municipal Auditorium. J. D. 
Martin, Jr.. P. O. Box 1193, Bryan, 
secretary. 

Triple Mill Supply Convention, 
May 4-6, 1942, at the Hotel Traymore, 
Atlantic City, N. J., comprising the 
Southern Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 314 Vol- 
unteer Bldg., Atlanta, Ga., secretary; 
National Supply & Machinery Distrib- 
utors’ Assn., H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa., secretary and 
the American Supply & Machinery 
Manufacturers’ Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa.. 
general manager. 

Virginia Retail Hardware Assn.. 
convention, Feb. 2425, at Richmond. 
Sessions at the John Marshall Hotel. 
G. T. Omohundro, Jr., Scottsville, sec- 
retary. 


Western Retail Implement & Hard- 
ware Assn., convention and _ exhibit. 
Jan. 20-22, at Kansas City. Sessions and 
exhibit at Municipal Auditorium. Frank 
H. Spink, 322 Scarritt Bldg., Kansas 
City, secretary. 

West Virginia Retail Hardware 
Assn., convention at Clarksburg, Feb. 
22-24, 1942. Sessions at Waldo Hotel. 
H. B. Clower, Oak Hill, secretary. 


Wisco Hardware Co.’s 15th annual 
merchandising school and sales show, 
Jan. 28 and 29 at the company’s head- 
quarters, Madison, Wis. J. A. Fitschen 
is secretary and general manager. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-6, at 
Milwaukee. Sessions and exhibit at 
Auditorium. H. A. Lewis, Stevens Point, 
executive secretary. 


Home Butchering-Display 
(Continued from page 36) 

and stocks must contain every- 

thing needed for the job. 

This year. books on home 
butchering and the curing of 
meats were prominently featured 
in the window and on the table 
display. In this manner a great 
number of the books were distrib- 
uted to farmers purchasing their 
supplies and many of them have 
returned to say how helpful the 
books were. In fact. the books 
have proven so instructive that 
some who had never butchered 
before were able to do so by fol- 
lowing the text and illustrations. 
The booklets have stimulated re- 
interest in home butchering on the 
the part of many of the store’s cus- 
tomers. 
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COLVYMBIAN VISES 


THE BEST MADE 


* Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland, O. 




















(SELL MORE 


SOLDER IN "42 


by placing Rubyfluid Flux, 
Paste and Core Solder 
colorful self-selling dis- 
‘play cartons on _ your q : 
counters. Solder will be tee 
more in demand this year 
to repair hard-to-get and 
hard-to-replace articles. So 
sell the soldering products 
with no regrets — that’s 
easy to use. It will build 
good will and profits for 
you. 


RUBY CHEMICAL CO. 
\ 58 McDowell St., Columbus, O. 

















| 
for | 
ie 
selena tenet | 
more Your jobber | 


con supply yo": 


S MOORE PUSH-PIN COMPANY 
| Since 1900 113-25 Berkley St., Phila., Pa. 
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Automatic Profits in 
HOLD-E-ZE SCREWDRIVERS 


tHold-E-Zees hold, start and 
set up screws in unhandy 
places. They have everything 
. plus the patented, exclu- 
sive Gripper that doubles the 
value of an already high 
quality screwdriver — sales 
and profits are automatic! 
CHECK THESE FEATURES 
Chrome vanadium blade, tem- 
pered entire length; 
models have transparent, 
sulating unbreakable handles. 
Order through your jobber 


UPSON BROTHERS Inc. \\ 


84 EXCHANGE ST., ROCHESTER, N.Y 











All triple ground in 
pure linseed oil. 30 
standard colors. In 3 
sizes of lithographed 
tubes. also cans. 
Beautiful Metal Dis- 
play Cabinet FREE. 


38 


Y Other Fast Sellers 













Ye Write a catalogand prices 


| SHEFFIELD BRONZE POWDER & STENCIL CO. 


Delite 


= ff) COUNTER DEMONSTRATION 
SELLS FOOD MILL 


A package of crackers. ..a glass dish. . 
a Foley Food Mill. This is all the dis- 
play material actually needed to demon- 
strate to your customers how the Foley 
Food Mill saves kitchen time in preparing 
mashed potatotes, rutabagas, turnips, 
apple sauce, cranber- 
ries, bread crumbs, 
cheese. It takes little 
counter space but at- 
tracts EVERY cus- 
tomer. 









vu 
cane! ol tune on 


Guaranteed by’ » 
‘Good Housekeeping 

WOENECTIVE OR ow 
Seas Aovearistn WS 

















WRITE US direct for 
free display car’, recipe 
folders, newspaper mats 
The Foley Kitchen 
Utensils listed below are , 
sold through jobbers. Se 


FOLEY MFG. CO. 


4 Main St. WN. E., 
Minneapolis, Minn. 





FOOD MILL 1.25 SIFTER .50 


STRAINER 1.00 CHOPPER .59 
GRINDER 1.00 FORK ..25 
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Chansihied Opportumitien Seckion... 





Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  _Cansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words ‘ $4.00 
All capitals, maximum, 50 words 5.00 
Each additional word...... .08 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words ... . 
Each additional word. .05 
Allow Seven W ords for Keyed Address or Your Address 


BOXED DISPLAY BATES 


One inch . ‘ . $6.00 
Each additional inch.......... 4.00 


. $1.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


- @- 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 

















HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


-@e- 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











[ Posttions Wanted | 


| Positions Wanted =f 








i: Help Wanted | 





MAN WITH 25 YEARS SALES EXPERIENCE 


Now sales manager for a nationally known manufacturer and on 
present job 5 years and acquainted with the hardware jobbers of 
the United States, wishes to make a change and especially to locate 
on the Pacific Coast (another locality might be considered) as 
manager for some well known, highly rated concern that wishes to 
pay for ability, brains and experience. 

Address Box H-3, care of HARDWARE AGE, 100 E. 42nd St. N. Y. City 





=> 








SOUTHWESTERN REPRESENTATIVE 


for a leading manufacturer of files, hammers, 
hatchets, axes and sledges, needs new con- 
nection at once. My references are: present 
employer; all wholesale hardware and mill 
supply buyers and executives in Texas, Okla- 
homa, Arkansas and Louisiana. 

Address — ROGER R. MORSE 

Jefferson Hotel, Dallas, Texas 











HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Tust phone Wisconsin 7-1802 or write to Asso- 
cleted fmooment Bureau, 152 West 42nd Street. 

ew ork (tte. 


A YOUNG MAN, AGE 31. WITH MANY 
YEARS of experience in hardware. plumbin 
and electrical supplies. is looking for a new con 
nection Have executive ability; can take care 


of firm's books if necessary. In short, a good all 
around man Metropolitan area preferred. Ad 
dress Box H-6, care of Harpware Ace, 100 E 
42nd St., N. Y. City. 


EXECUTIVE ACCOUNTANT AVAILABLE. 
FORMERLY WITH a leading eastern hardware 
wholesaler. Has demonstrated ability to supervise 
and conduct modern business. Seeks position as 
comptroller or treasurer Highest references 
Married, one child. Can locate anywhere. Ad 
dress Box H-9. care of Harpware Ace, 100 FE 
42nd ‘St. N. Y. City. 


[ —hesowsia Wacked 


IMMEDIATE EXPORT BUSINESS POSSI- 
BILITIES. PREFERENCE GIVEN TO MAN. 
UFACTURERS. ADDRESS — SADONIA. 
LTD., 30 ROCKEFE!I.LER PLAZA, NEW 
YORK CITY. 

MANUFACTURER'S 
DESIRES ADDITIONAL LINE for jobber or 
large retailer in Kansas City area. Address Box 
H-10, care of Harpware Ace, 100 E. 42nd St., 
N r. City. 








REPRESENTATIVE 
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MANUFACTURERS 


Additional HARDWARE HOUSEWARES and 
ALLIED LINES wanted by members of the New 
York Hardware Boosters Membership consists of 
alert salesmen with profitable contacts among 
wholesalers, retailers, and mill supply distributors 
throughout the eastern and middle Atlantic States 
Address Box E-530, care of HARDWARE AGE 
100 E. 42nd St., New York City 











a temo 
MANUFACTURER'S REPRESENTATIVE 
WELL ACQUAINTED WITH. the 


mill supply, and industrial trade, desires two 
additional lines on commission basis. Now covet 
ing ( aiifo rnia including San Francisco, Los An 
geles, San Diego and inland cities. Address Box 


H-4, care of Harpware Ace. 100 E. 42nd St., 
N. Y. City. 


[Bainenn Opportunities J 











$5.000 BUYS PROFITABL E HARDWARE 
BUSINESS IN Texas’ prosperous Rio Grand 
Valley, center of citrus and truck farming. Hard 
ware store in this lccation for 25 vears. County 
seat city, about 5,000 population. Write—W. M. 
Renick, Box 1201, 


Corpus Christi, Texas. 

FOR SALE—HARDWARE, FU RNITU RE, 
WALL PAPER, PAINT-~establishment, in town 
of 5,000 population across river from new $20 
000,000 government plant. Building for sale or 
lease. Ill health of partner cause of sale. Ad 
dress Box H-1, care of Harpware Ace, 100 E. 
42nd St.. N. Y. City. 


FOR SALE. ou ALITY HARDW ARE 
STORE in prosperous southern Connecticut town. 
Inventory around $12.000, including 
material, at cost which is far below today’s re 
placement value. Has been profitable enterprise 
for over 70 years. Excellent investment for right 


party. Address Box H-8. care of Harpware AGr, | 


100 E. 42nd St., N. Y. City. 





ee 


hardware, | 


much scarce | 


A REAL OPPORTIUNITY 
FOR SOME COMPETENT 
JUNIOR EXECUTIVES 


If your salary is $2,500 or more 
at the present! 


| (1) Want one or two good men with industrial 

engineering training, which has included 

college work; basic earning about $50 per 
week plus expenses, plus profit share in 
| business handled. 

| (2) A competent hardware man, married, about 

35 years old; salary $3,000 to $3,600 per 

year, or more based on ability and capacity 

to efficiently supervise others. 

(3) An accountant to act as general office man- 
ager; to initiate, revise and supervise all 
accounting functions and office personnel. 
Want man who has had training with recog- 
nized house. This position pays $3,000 to 
$4,000 annually The right men for these 
positions will be given an opportunity to 
become directors or officers of the corporation. 

| These are promotional positions for junior 

| executives who can ‘‘make good’’. Send com- 
plete information to 


Box H-7 
eare of HARDWARE AGE 
100 E. 42nd Street, New York City 























SALESMAN WANTED WITH ESTAB 
LISHED TRADE, for Casein Glue. High-grade 
product. Territories open include New York and 
several other sections. Attractive proposition, on 
commission basis. Fast selling sideline. Address 
Box H-5, care of Harpware Ace, 100 E. 42nd 
St.. N. y. City. 


LEADING ELECTRIC FENCE MANUFAC- 
TURER WANTS. representatives with strong 
dealer and ‘ober following for these territories :— 
New York State, Pennsylvania, Ohio, Indiana, 
Michigan, West Coast. There are more than 
150.000 of our units in service on farms today 

| If you want goods to sell, here is your golden 
| opportunity. Give full particulars—-your experi- 
ence and lines carried. Address Box H-2, care 
ot Harpware Ace, 100 E. 42nd St., N. Y. Citw. 





SALESMEN OR MANUFACTURERS’ REP- 
RESENTATIVE on commission covering hard- 
ware jobbers or hardware jobbers and large re- 
tailers in New England, Middle Atlantic and 
Great Lakes States. Item—10 cent card quality 
patented assorted sizes of combination brass fibre 
faucet bibb washers. Counter display—negessity. 


Repeater. Protected territorv. Kindly advise ter- 
ritory covered. Address—Clamp—New Milford, 
Conn. 
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This Book 
in 3 Ways! 


* Increase Your 
Present Sales 


°* Win confidence of 


your customers 


* Build replacement 
and “follow-up” 


sales 





If your builders’ hardware department is not one of the most 
profitable in your store—if your initial sale to a customer does 
not bring later replacement and “follow-up” sales—then this 
book is the answer to your problems. It is the practical kind of 
answer which will mean increased business and profits for YOU. 


Nowhere else can you get this wealth of authoritative informa- 
tion on all phases of properly specifying, selling and installing 
builders’ hardware at a profit. Written by an expert with more 
than 30 years experience in buying, selling and manufacturing 
this basic hardware line, this book shows you how to quickly 
and easily set up a builders’ hardware department capable of 
servicing all the needs of your community, from the modest aver- 
age home to schools, churches, hotels, office buildings, apartments 
and airports. 


You'll find complete instructions on how to read blue prints and 
specify jobs; how to work with property owners, contractors and 
architects; and how to turn builders’ hardware purchasers into 
steady customers for all other hardware needs. 


Whether you are an experienced hardware man or a beginning 
clerk, you will find this book crammed full of helpful information 
and ideas for increasing sales. Order our copy NOW! 





i 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me 


NAME . FIRM 


ADDRESS CITY 


‘BUILDERS 


Will Help You 






Out of 


HARDW ARE 


ApON H. BROWNELE B 


A few of the book’s features 
which will mean more dollars 


for YOU! 


Suggestions on making bids that will bring you 
more sales and sounder profits. 


How to bring prospects into your store. 

How to cash in on replacement and follow-up 
items. 

Specific information on equipping public 
buildings. 


Nine comparative charts which show you how to 
match different items of all leading manufac- 
turers. , 


A working blue print, size 25 x 11!/2 inches, with 
which to work throughout the course, and a 
glossary of over 300 technical builders’ hardware 
terms. 


Over 600 illustrations, charts and diagrams. 


220 pages—size 81/, x 111/,—cloth bound to with- 
stand hard usage. 


TODAY 


copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 


Brownell. I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 


STATE 


() Check here if you enclose payment, in which case we pay postage. 
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FAMILY 
POSTAL 

INFANT 
COMPUTING 
CANDY 

DAIRY 
DIETETIC 
PHOTOGRAPHIC 
COTTON 
HANGING 
COUNTER 
SPRING BALANCES 
Write for Catalog—Then 
Order from Your Jobber 


























e PELOUZE SCALES « 





“Standard” Postal Scale 


PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET 


Gal @.\cl Om iae 
























P. 0. BOX B-3 


Write for prices on 
varieties of Vegetables, 
also Onion Sets and Seed Corn 


WHOLESALE SEEDS 


In spite of present crop conditions we expect our 
stocks for 1942 delivery to be nearly complete. 
Page’s Selected and Tested 


Flower and Field Seeds 


Have you ordered a Display Case 
of Page's Tested and Dated Seed 
Packets on our 
SALE AND RETURN CONTRACT? 


“At Your Service Since 1896" 


THE PAGE SEED COMPANY 


GREENE, N. Y. 




























assures Customer 
satisfaction and 
brings you 
greater profits. 
Write for Catalog 
Brown & Sharpe 
Mig. Co. 


Providence, R. |. 
U.S. A. 





HAIR 





Genuine 


LIFETIME SERVICE 





BROWN & SHARPE 


CLIPPERS 











DOMES of SILENCE 


SLIDE SILENTLY—SOFTLY—SMOOTHLY 














40c SET-10c SET-10c SET 


SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Name ‘Domes of Silence’ 


each geruine Glide 
















Domes of Silence 


— Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, larze 
chairs and all furniture. 
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Ask your Jobber. If he is not supplied write to 


ROBT. E. MILLER & CO., Inc., 35 Pearl St., N. Y. C. 





Oundex SJc Adwenrtisew 





A 
Acme Steel Co. 


American Agricultural Chemical 
Co. ‘ 


° 


American Chain & Cable Co., 


Inc. 
American Chain Div. 
American Fork & Hoe Co. 
American Pad & Textile Co. 
Ames Baldwin Wyoming Co. 
Animal Trap Co. of America 
Apex Oil Prods. Co. 
Arbogast, Fred 
Arcade Mfg. Co. 
Armstrong Bros. Tool Co 
Atkins & Co., E. C. 


Boker Mfg. Co 

Bassick Co., The 

Blaisdell Pencil Co. 
Bommer Spring Hinge Co. 
Briggs & Stratton Corp. 
Brooks & Sons, M. S. 
Brown & Sharpe 

Burgess Seed & Plant Co. 


c 
Carborundum Co. 


Cheney Hammer Corp., Henry 


Chicago Roller Skate Co. 


Cleveland Wire Spring Co., The 


Cole Hot Blast Mfg. Co. 
Columbian Rope Co. 
Columbian Vise & “Mfg. Co. 
Connecticut Valley Mfg. Co. 
Cook Co., H. C., The 


Cory Glass Coffee Brewer Co. 


Crescent Tool Co. 
Cross, W. W 


D 
Deming Co., The 
Deniston Co. . 
Diamond Calk Horseshoe Co. 
Dietz & Co., R. E. 
Domes of Silence, Inc. 


duPont de Nemours & Co., Inc., 
a 2. 


,Edlund Co. ‘ 
Elastic Tip Co., The 
Emeloid Co., Inc. 


F 
Fairbanks, Morse & Co. 
Foley Mfg. Co. 
French & Hecht, Inc. 


SG 


General Electric Co. 
Lamp Div. 
Refrigerator Div. 


Gibson Electric Refrigerator Corp. 


Gibson Good Tools, Inc. 
Greenfield Tap & Die Corp. 
Greenlee Tool Co. 

Griffin Mfg. Co. 


H 


Hoyt & Worthen Tanning Corp. 


Huenefeld Co 


l 
Ideal Cabinet Corp. 
imperial ‘Bit & Snap Co. 
Independent Lock Co. 
Indiana Steel & Wire Co. 


~ 
o 


71 
79 
87 


57 
88 
% 
59 


| J 
| Jockson Mfg. Co. 


« 
Keene Machine Co., O. § 
Keystone Steel & Wire Co. 


L 
Lincoln Engineering Co. 
Lindsay Light & Chemical Co 


M 
M. & M. Mfg. Co. 
Marble Arms Mfg. Co. 
Master Lock Co. 
Metal Textile Corp. 
Mid-States Steel & Wire Co. 
Miller, Inc., Robert E. 
Moore Push-Pin Co. 
Myers & Bro. Co., The F. E. 


N 
National Mfg. Co. 
National Screen Co. 
Nicholson File Co. 
North American Press 





° 
| Oxford Tool Co. 


83 


89 
7 


BSSeE 


93 


85 
7 
87 


5! 
93 
85 


15 


>F3ss 


78 
9 
23 
78 


Page Seed Co. 
Patent Novelty Co. 
Pelouze Mfg. Co. 
Porter, Inc., H. K. 
Power King Tool Co. 
Premax Prods. 
Prime Mfg. Co. 
Progressive Mfg. Co. 





bestos Div.) 
Ray-O-Vac Co. 
Remington Arms Co., Inc. 
Richards-Wilcox Mfg. Co. 
Ruby Chemical Co. ; 


Russell, Burdsall & Ward Bo 
ut Co. 


Ss 
Sand's Level & Tool Co. 
Sandvik Saw & Tool Co. 


cil Co. 
Shelby Spring Hinge Co 
Silver Lake Co. 
Smith, Inc., Landon P. 
Smith & Son, Inc., Seymour 
Stanley Tools 
Stor Mfg. Co. 
Stearns & Co., E. C. 
Superior Fastener Corp. 


T 
Tanglefoot Co., The 
Technical Glass Co. 
Triplex Screw Co., The 
Troy File Works 


U 
Union Hardware Co 
Upson Bros., Inc 


Vv 
Vichek Tool Co., The 


w 
Washburn Co., The 


Whitney Carriage Co., F. A. 





Railway Express (Air Express Div.) 
Raybestos-Manhattan, Inc. (Ray- 


Sheffield Bronze Powder & Sten- 


Westinghouse Electric & Mfg. Co. 


Wright Steel & Wire Co., G. F. 


73 


53 


% 
97 
% 
85 
83 


" 
9 


87 
39 


93 


97 
93 


93 
9! 
8! 
10 
91 


92 


45 
75 
92 


62 
93 


77 


71 

49 
82 
98 


HARDWARE AGE 




















NS W 0 00D World's Standard for Half a Century CARPENTERS WOOD 


NMS @AND’S LEVELS “toh 


SAND'S STEVENS TELL THE TRUTH TILE SETTERS wWOOD 


SURFACE AND LINE AND ALUMINUM 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. casein 


“FACTORY = —= WRITE 
BUILTIN ACC ot io - ize). me Vr \eele: 


























MOLDED RUBBER GOODS srccixcrs 


Plain and Mushroom Bumpers — Suction Rubbers 


Doctors Are Your Best “Salesmen” for 


imme” ATMCL MLO SIeaa pp Rubbes Head Nails ante on 
i 2 Chair Tips Crutch Tips 
Fi | i Doctors often warn patients of the effects 
~* of dry heat. Show them how this Air- 
moistener fitted between the radiator 
96 coils, humidifies the air as it is heated. 
93 Sell Fulton Airmoistener to homes, offices, stores, schools, factories, , 


6 institutions. Many attractive features. Water pan concealed, can- 
THE ELASTIC TIP CO. 


not tip over. Made of one-piece rust-resisting metal. 
Aluminum or bronze finish. In 1 and 1% quart sizes. 

SEND FOR CATALOG WEVA BVUA NCEA DR 
ETE LINE 
OF COMPL BOSTON, MASS. 





Act now. Best selling months ahead. 


16 Inquire about Fulton Airmoisteners for Wall and 
3 Floor Registers. 








18 Ask your wholesaler about the low prices. 


a PATENT NOVELTY COMPANY 
305 Eighth Ave. Fulton, Mlinois 


























































2 
: WET .. DRY 
% 
: MANTLES on 
RETAIL 33 CENTS Pre-Waterproofed and Pre-Lubricated 
" , by Exclusive Methods 
o Dealer's Price— 
One Dozen—$2.75 Makes Columbian Rope 
Three Dozen—$2.65 per more flexible 
a = Dozen Look for the 
87 iz QUALITY! PRICE! 3 RED, WHITE 
! exenges DELIVERY! peosthrnoge AND BLUE 
Fits Aladdin Model i 
° *B-Aand 2. WELSBACH DIVISION Nos. 3 te 11 Vneluaive anaes 
wh 
Sart LINDSAY LIGHT AND CHEMICAL COMPANY C 0 LU M . IAN TAPE- MARKED R 0 PF sentinel 
oth WEST CHICAGO, ILLINOIS PURE MANILA pe od ged 
‘ umbian Rope Auburn, N. Y \ y, 





" “SIXTY CENTS for SAFETY” 











































: 7 wat ” 
Sten- Profit from this Idea Vere Is / He 
84 As a service to your customers, point 
out this fact ... \\ 
9 Many a life has been saved be- 
8! cause the sportsman, after expo- 
r 10 sure, had available plenty of dry 
5 matches in his 
Ai ‘S Spent in Screw Ts ing Tools 
9 MAR BLE Waterproof AW 
4 Match Box 
92 ° ‘ 
. < Carried in pocket or attached to belt or chain IL is 
pe by handy ring. ™% inch outside diameter. 
4 Carries several days’ supply of 
45 X& - matches. Absolutely waterproof : NT/ 
3 Show ~, > even when submerged under water. GY D 
5 7 . : a Packed 6 to each new display carton. 
92 s R : Order from your Jobber or 
direct from factory PS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
MARBLE ARMS & MFG. CO., 540 Delta Avenue, Gladstone, Mich.. U. S. A. 
62 
93 
Good Window Displays « « « « « « « «© « « « «# «# «wa * 
7 Do vou realize that no one factor will draw people to your store And many deaiers who reauire their own copy of Hardware Ate 
tike attractive window displays of seasonable merchandise? find it highly profitable to subscribe to extra copies for their seles 
torce. 
7 Hardware Age is continually reproducing such window displaye— The cost. $1.00 per vear. is returned over and over in better 
sin 2 its representatives are always on the lookout for new ideas. windows and increased trade. 
ig. Co. 
A...... @ HARDWARE AGE, 100 East 42nd Street. New York City 
S. F. 8 
JANUARY 8, 1942 











BOMMER 


HORIZONTAL SPRING PIVOT-HINGES 
ARE THE BEST 


TYPE 15 








The Side 
Alignment, 


Plates Are Reversible. Has Efficient Door 
Adjustable Tension and Hold Open Feature 


at 90 Degrees. The Most Durable Spring Pivot of Its 
Type. 
Bommer Spring Hinge Co. 
Brooklyn, N. Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 





Wright Standard Hard- 
ware Cloth. Wire cloth 
of countless uses, always 
carefully woven from full 
size round copper bear- 


ing steel wire. 


Gt WRIGHT 


STEEL & 
WIRE CO. 











CO Ry Glass © 
Filter Rod! 


—makes brewing all 
\ glass, fits most glass 
\, coffee makers, ends fil- 


CORY?-Heat 
Electric Stove! 


—for brewing coffee quickly 
and keeping it hot. Use with 
any glass 

coffee 

maker 


ter-fussing. No cloth, 


50c : hooks, or springs. 
$395 


New @ Ask about the CORY “Authorized Dealership” 


window-pane “‘Decal”’ and NEW Special Deal which includes com- 
plete kit for supplying CORY replacement parts. 


CORY GLASS COFFEE BREWER CO. 


325 North Wells Street ae 





Chicago, Illinois 


WORCESTER - MAS S. 


WoL 
rsd 
= 


3) BIS] 


gx AW 
a FANT 


Power Centered | 
to Lick 1001 Jobs 


ane ’ 
pres 9d 
co NWIONS ; 


@ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency for chopping, driving, pull- 
ing and ripping. Full force of each blow 
is focused at point of impact, as in sketch. 


ner &S 
RErie 
NOIS®? 


Stock, display and profit with this 
universally sought and accepted tool. 


National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 


TRuE TEMPER 
PRODUCTS 


FORKS + RAKES + HOES + AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 


HARDWARE AGE 








7727”. REE ec. «omer | 
Catalog 
Manufacturers 


A Combined 
of over 500 


THE 
MERCHANDISE 
DIRECTORY 
NUMBER 


the “Who Makes It?” issue 
of Hardware Age— 


S a thorough-going directory 
of all kinds of merchandise 
sold in the hardware trade. It’s 
a directory and more—it is, in 
effect, a Combined Catalog of 
the products of over 560 manu- 
facturers including nearly all 
of the better known concerns 
selling in this field. 


NAQAARA KASISSAAG ATLAAAATERA 





When you are looking for a particular product or a 
line of merchandise do as most regular users of the 
Directory Number do—use the Green Index first. 


It will probably lead you at once to the actual catalog 
data of the product or products as presented by one 
or more manufacturers in their “Ad-Catalogs”. 


There is a great and valuable fund of product infor- 
mation at your fingertips in the 365 pages of informa- 
tive advertising published and carefully indexed by 
products in the current issue of your “Who Makes 
It?” issue—by far the largest aggregation of such 
helpful information that is available to the hardware 
trade. Use it. Make it serve you. 








auasv 24, 18941 











The “Merchandise Directory Number” as in your 
hands today is the product of many years de- 
velopment. For twenty years—the last ten in the 
form of this special annual issue—this service of 
HARDWARE AGE has been molded and adjusted 


to the needs and convenience of buyers of hardware. 


The “Who Makes It?” issue—both as a Merchan- 
dise Directory and as a Combined Catalog is tailor- 


made for you. 


Make it work for you to the utmost. 








The FOREMOST 
SELLING FEA- 
TURE FOUND 
IN KEROSENE 
RANGES 


Se? 





ASG6EV ... Table Top Range 
with “Glass in Oven Door" 
Equipped with 5 Boss ‘‘Top- 
Speed" Long Chimney Wick 


443 %e)54)|3 


The 
salty. RANGES ano STOVES 
of the The Boss Beauty Line is your Best Bet for increas- 
KITCHEN ing Sales and Profits in 1942. For bigger sales... 
< ¥ better profits...line up now with Boss. Write today 


for catalog and details of Boss Profit Proposition. 


05s. 





THE HUENEFELD co. 


Cincinnati, Ohio 


Please send catalog and details of 


BOSS PROFIT PROPOSITION ee = 


Name 
Street 


City 














